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—the only principle by which rubber projectior 3 ; grip 
smooth, wet pavement—makes possi the positivé non-skid 
guarantee covering all Pennsylvania Oilpraof 


VACUUM CUP TI XE ES. .- 


} If their non-skid effectiveness is not convincingly # 


’ after reasonable trial, V. C.’s are returnable at full r 

| They are the only tires so guaranteed. 

+ They are the only tires guaranteed absolutely im 

_ disintegration. 

4 ’ They are the only tires ever submitted to a finish t% 

d Automobile Club of America, or any othér official # 7 
! The certified average of nine strictly stock casings 
miles. 
t Since 50% greater wear resistance has | been add 
} guarantee—per warranty tag attached tp ‘each casin 
+ increased on all V. C. ’s—including those already inj 
_ Ford Size—to 
6,000 MILES 
Alike from the dealer’s and consurm ys viewpoint, Uh de 
: new guarantee— based on certified gerformance—g i 


a positive assurance of the most satisfactory s 
values in the tire market. : a 
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Garden Hose 


The Thermeoia line is acknowledged the standard for quality the world over and is 
most complete. It embraces a particular grade of hose for every purpose and varies from 
the lowest-priced to the very best. 








Experience in manufacturing garden hose for over twenty years has taught us the proper 
compounds, the correct weights and grades of fabric and the best methods of construction to 
insure proper service under all conditions of use, and the Thermeoid line is now recognized 
as the leader and is acknowledged the standard the world over. 


Every piece of fabric and every compound is tested before and after manufacture, and 
every length of hose is rigidly inspected before shipment, which guarantees both uniformity 
and durability. All grades made with our elastic non-drying tubes and covers, which will not peel. 





Special in both quality and con- 
FLEXOID struction. Very flexible, light 


and will not kink. Constructed with four plies 
of sheeting and braided cover. Tube, cover 
and friction of high quality stock. High 
pressure. Should be carried in every stock as 
a high-grade hose. Guaranteed. 








A five-ply hose of light 
SAXONOID weight, special duck of great 


strength and durability. Excellent friction, 
tube and cover. Very flexible and durable. 
For lawn or garden use, and especially recom- 
a mended for florists, gardeners and contractors. 
High pressure. Guaranteed. 








A five-ply hose of special 
TRUMPOID quality, high-grade sheeting. 


Excellent quality of friction, cover and tube. 
Combines lightness with strength and dur- 
ability. A popular brand, very serviceable. 
Recommended for greenhouses, lawns and 
gardens. Medium pressure. Guaranteed. 
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Booklet, samples and prices on request. 
Don’t -fail to see a sample of Flexoid. 


hermoid Rubber Compan 
TRENTON, N. J. 
Makers of Thermoid Brake Lining and Nassau Tires 
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Remember, there 
are two halves to 
a hanger sale 


The first half is by far the more im- 
portant, for without it there can be no 
sale at all. 

The farmer keeps telling himself over 
and over again that he must remember 
to buy barn door hangers ‘‘the next time 
he gets to town.’ Then something 
turns up and he forgets all about his 
need—until he sees the “Big 4’”’ Model 
in your store. 

And until you send for the “Big 4” 
counter display board, until you put this 
silent salesman to work paving the way 
for the last clinching sales argument, 
you will miss a goodly share of the 
hanger business in town. 

If this sounds interesting, by all means 
write us today for full particulars. 


National Mfg. Company 






Illinois 
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PULLING PROFITS WITH ACCESSORIES 


How Representative Hardware Merchants Took Up This Line and 
Why They Recommend It To Others 


letters from _ representative hardware 

merchants, giving their views on automo- 
bile accessories. HARDWARE AGE has found that 
doubt existed in the average dealer’s mind as to 
whether automobile accessories would make a de- 
sirable department for his store, and in order to 
throw the most effective light on the situation we 
have sent letters to a selected list of hardware 
merchants in various cities, requesting them to 
state their views on this subject. 

The letters which are published give a wide 
variety of views, and many of them treat this sub- 
ject from new angles. We will produce in HARD- 
WARE AGE from week to week more letters that 
will give additional information upon this subject, 
which is probably discussed more than any other 
of interest to the hardware man to-day. 

By a close scrutiny of these letters from week to 
week any hardware merchant will gain a better 
idea of how to get over the rocky spots in this 
field and, learning from the mistakes of others, he 
will benefit from what their experience has taught 
them. It is needless to say that HARDWARE AGE is 
exceedingly grateful to the merchants who have so 
generously co-operated with us in gathering this 
information. In giving their experiences in motor 
accessories they are rendering a service which will 
be appreciated by the entire hardware trade. 

If any of the readers of HARDWARE AGE wish to 
write to merchants whose letters are printed here, 
we would request that they make their letters 
brief, confining themselves to as few questions as 
they possibly can. In all cases, a stamped and 
self-addressed envelope should be enclosed with the 
letter. 


Ww are herewith reproducing a number of 


Sells Tires, Tubes and Tire Acces- 


sories 


SWANTON, VT. 
To the Editor: | 
We do not carry automobile accessories. We 
have handled tires, tubes and accessories for nearly 
one and a half years now and find that these items 
fit in very well with our other lines. We believe 


that the hardware dealer who is not carrying these 
goods is passing up a good thing. 

We started in the season with about $300 in 
tires and tubes and about $100 in accessories, and 
while we do not keep a record of our sales in these 
lines, we know we are doing a nice business in 
them, as we have had to re-order several times. 
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One of the disturbing elements in this business 
is the catalog competition, and we do not know of a 
single line where there is more catalog competition 
than in automobile tires and accessories. 

However, by being careful in pricing and keep- 
ing what our customers want, we have been able 
to do a good business and have also been able to 
get a good, conservative profit. We realize about 
20 per cent profit on the cost of tires and tubes 
and about 50 per cent on accessories. 

We also have a street pump for gasoline and, 
while we do not make much money on that, we 
know that it helps to sell automobile supplies and 
oils and greases. 

Taking it all in all, we are thoroughly satisfied 
with the automobile business and our advice to 
any merchant contemplating going into the line 
would surely be to get into it. 

Yours very truly, 


IRWIN & HALL COMPANY, 
- L. G. IRWIN. 


Tires and Tubes Will Be Carried 
by the Hardware Man 


LANCASTER, PA. 
To the Editor: 

We have been handling automobile accessories 
and supplies for the past year, and find it a rather 
profitable line to Handle. To the mind of the 
writer, tires, tubes and accessories in the automo- 
bile department will eventually be carried ex- 
clusively by hardware stores. It may require some 
time to have this’condition brought about, but the 
small credits of the average garage will not justify 
the manufacturers of accessories and casings to 
extend the credit necessary to carry a sufficient 
supply. 

When. this condition comes about the handling 
of tires, which is not a losing proposition by reason 
of the almost universal “cut throat” prices pre- 
vailing on such tires and tubes, will readjust itself, 
and then both departments will be a remunerative 
adjunct to the hardware store. 

At the present time, it is almost impossible to 
do a satisfactory business in tires and tubes be- 
cause every small garage handles such goods, and 
people have been educated to buy for price rather 
than for quality, with the result that there is a 
great deal of dissatisfaction among the trade, and 
the average hardware dealer who handles a superior 
line of tires and tubes has considerable difficulty in 
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persuading the purchaser to expend several dollars 
additional and secure tires worth almost twice the 
difference. 

As before stated, the accessory department is a 


paying proposition, and the only drawback to it is 


that a large stock of accessories must be carried 
in order to accommodate ‘the thousand and one 
different articles demanded. The supposition that 
the accessory department can be maintained on an 
investment of less than $1,000 will soon be dis- 
pelled by an examination of the daily orders. I 
would say that not more than two-thirds of the 
requests can be accommodated on a stock of less 
than $1,000. 7 
Yours truly, 
STEINMAN HARDWARE COMPANY, 
S. Z. Moore, President. 


Eight Years of Accessory Experi- 
ence 


ROCHESTER, N. Y. 
To the Editor: 

About eight years ago we started to stock auto- 
mobile accessories and sundries. After a couple 
of years‘ experience, we found that the general 
sundry business, such as lamps, windshields, 
speedometers, gloves and novelties, was an ex- 
tremely unsatisfactory business from the jobbing 
standpoint, for the reason that most of the manu- 
facturers were an unscrupulous lot, who attempted 
to get the jobbing price and immediately filled up 
our customers at the same price. 

We, therefore, abandoned this class of the busi- 
ness, but have continued the garage supply busi- 
ness, which we believe will be satisfactory in the 
future. We have confidence that the manufacture 
of automobile supplies will finally drift into the 
hands of reputable people, who will realize that in 
order to build up a lasting business it will be neces- 
sary for them to market their product in a legit- 
imate manner. 

Yours very truly, 
THE SIDNEY B. ROBY COMPANY, 
WILLIAM S. Rosy. 


Anticipates Increase of Business 
in the Future 


WATKINS, N. Y. 
To the Editor: 

We handle some automobile accessories, such as 
wrenches, spark plugs, tire cement, patches, tires, 
etc. Up to this year we have found the business 
in these articles rather slow, but recently we have 
had quite a nice business and anticipate that it 
will grow in the future. 

Yours very truly, 
L. H. DURLAND SON & CO., 
C. M. DURLAND. 


Contemplates Taking On Line 
Next Spring’ | 


OLEAN, N. Y. 
To the Editor: 

We are only handling automobile accessories in 
avery small way. We are not carrying automobile 
tires in stock. We think next spring we will take 
up the line. 


Yours truly, . 
MILLER HARDWARE COMPANY, 
A. E. EWING, President and Treasurer. 
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Have Carried Accessories for Two 
Years 


ALLENTOWN, PA. 
To the Editor: 

We added an automobile accessory department — 
two years ago and the results have been very grat- 
ifying indeed. 

We hesitated in adding this department for the 
reason that the garages in general were carrying 
a fair stock and we did not think that we had suffi- 
cient space in our store to add such a department. 

However, after giving it a trial, we found that 
this department does not require a large space and 
it is a line that mixes well with the general hard- 
ware line. 

We found no difficulty in establishing a very 
satisfactory trade and think it belongs to the hard- 
ware jobber. We should be very glad to see our 
friends and competitors take hold of it in the same 
way that we did. 

Yours truly, 
F. HERSH HARDWARE COMPANY, 
W. N. EBERHARD, Treasurer. 


Has Found Accessories Extremely 


Profitable 


HARTFORD, CONN. 
To the Editor: 

We are handling a complete line of automobile 
accessories, including tires and tubes. 

We have found this line very profitable, and we 
are adding more and more all the time. We devote 
one of our five large windows to this line ex- 
clusively, and this has proved a very good attrac- 
tion. As most of our customers include contractors 
and mechanics, 50 per cent of them are automobile 
owners, and by displaying our line very prominently 
in the window, also inside the store, there are 
little things that are always brought to their at- 
tention that they must have. 

We specialize on spark plugs and a few other 
items which prove a great attraction to the Ford 
owners, although our trade reaches some of the 
best cars made. 

Yours respectfully, 
L. S: KNOEK & CO. 


Contemplates Increase Next Sea- 
son : 


GLENS FALLS, N. Y. 
To the Editor: 

We carry tools in the automobile line, and we 
carry quite a large line of those. In fact, me- 
chanics’ tools are our specialty. 

We contemplate increasing our line of automobile 
accessories in another season. 3 

Yours truly, 
WHIPPLE & SHERMAN, INC. 


Carries Few Lines Owing to Lack 
of Space 


PORTLAND, ME. 
To the Editor: 

We carry very few automobile accessories, owing 
to lack of space. We believe, however, were we in 
a position to handle them that we would find it to 
our advantage. , 
Very truly yours, 

TALBOT, BROOKS & AYER. 
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Expects Accessory Business to 
Double Next Year 


KINGSTON, N. Y. 
To the Editor: 

Many of the supplies which we carried were al- 
ways in the regular hardware stock, but the list 
has extended and at least 50 per cent of our cus- 
tomers are carrying more or less of these supplies 
and business is growing rapidly. We expect our 
automobile accessory and supply business to double 
next year. 

The following is a list of items that we now 
carry, suitable for this trade: Automobile jacks, 
shock absorbers, wrenches, nuts, washers, screws, 
stocks, taps and dies, horns, chamois, dusters, 
robes, batteries, vacuum bottles, spark plugs, brake 
lining, goggles, flashlights, spring clips, patches, 
cotter pins, bolts, drills, rubber hose, gasoline cans, 
pliers, carbon removers, screw drivers, top dress- 
ing, metal polish, top covering and sponges. 

If the dealer is careful in his buying, we believe 
he will find this a very satisfactory and profitable 
line. 

Yours truly 
J. T. JOHNSON, Jobber. 


Very Much Interested in Acces- 


sories 


COOPERSTOWN, N. Y. 
To the Editor: 

We are seeking for more information concern- 
ing automobile accessories, as we are now handling 
only a very few items, not enough to make our ex- 
perience at all valuable. 

it looks as if it were up to the hardware men 
to get into this line as soon as possible, but the 
line is so large and varied that the ordinary man 
must go at it very carefully for fear of overstock. 

Hoping you are successful in getting the experi- 
ences of a large number of accessory merchants, 
concerning which we are very much interested, we 
wish to remain, 

Very truly yours, 
McEWAN HARDWARE COMPANY. 


Stocks Tires and Rubber Acces- . 


cessories Only 
EASTON, PA. 
To the Editor: 

We have put in stock tires and rubber accessories 
only. We are not as yet contemplating a general 
line. 

We will probably increase our line with just the 
staple products, as we believe the hardware trade 
is going to be the logical distributor for these 
goods. 

Respectfully yours, 
T. T. MILLER HARDWARE COMPANY. 


Handles Motor Oijls Successfully 


WHEELING, W. VA. 
To the Editor: 

We are not, at present, handling automobile ac- 
cessories and supplies, but think that it is a proper 
line to carry by the hardware trade. 

In all probability, we shall get into the line next 
year. We are already handling motor oils with 
success, and think it would be very easy for the 
hardware merchant to build up a trade in acces- 
sories. 

Yours truly, 
T. A. HOGE HARDWARE COMPANY. 
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Intends to Carry Accessories Next 
Year 


SHAMOKIN, PA. 
To the Editor: 

At the present time we are not handling auto- 
mobile sundries, but it is our intention to carry 
a stock next year. 

We believe this is a legitimate field for hard- 
ware dealers, as the majority of automobile owners 
prefer going to a hardware store for their supplies 
rather than to automobile supply dealers. 

Very truly yours, 


JONES HARDWARE COMPANY. 


Handles Five Makes of Auto- 


mobiles 


EASTON, MD. 
To the Editor: 

We have been handling automobiles in connection 
with our business for the past five years and have 
been very successful with the same. We have the 
Cadillac, Buick, Dodge and Maxwell cars, and our 
experience of late is that we have more orders 
than automobiles to supply. 

Yours very truly, 
THE SHANNAHAN & WRIGHTSON HARD- 

WARE COMPANY. 

WILLIAM B. SHANNAHAN, Secretary. 


Much Pleased with Accessories 


JAMESTOWN, N. Y. 
To the Editor: 

We are handling automobile accessories and sup- 
plies and are very much pleased with the business 
we are getting on same. We are sélling these goods 
at retail-and jobbing a good many of them. We 
feel that the automobile accessory business is going 
to grow with us and be a large asset in our future 
business from the outlook at the present time. 

Very respectfully yours, 
JAMESTOWN HARDWARE COMPANY, 
ForEST H. PICKETT, Treasurer. 


Hardware Store Logical Place for 


Accessories 


PITTSFIELD, MASS. 
To the Editor: 

We have not yet put in a line of automobile ac- 
cessories, but we expect eventually to do so, as we 
believe that the hardware store is the logical place 
for.such goods. We have at the present time quite 
a good many tools which we sell to the automobile 
people, as we make a specialty of the tool business. 

Yours truly, 


F. G. BELDEN & CO., 
FERD G. BELDEN. 


One of the Coming Departments of 


a Hardware Store 


BRISTOW, OKLA. 
To the Editor: 

We are very much pleased with the results ob- 
tained from our business in the line of automobile 
accessories, and regard it as one of the coming 
departments of a hardware store. 

Yours truly, 
GROOM HARDWARE COMPANY. 
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TAKING OLD REFRIGERATORS 
IN TRADE 






. Ys Bomar’ s ‘‘Clean-Up’’ Idea that Makes Sales in a 
Dull Season 
By G. D. CRAIN, JR. 


V. BOMAR, president of the Bomar-Summers 
H. Hardware Company of Louisville, used to 
be a newspaper man, and this fact may ac- 
count for his ability to spring stunts that have the 





' $3 For Your Old Refrigerator | 
and No First Payment 


This splendid combination offer will 
apply to all purchasers of the famous 


“LEONARD” 


REFRIGERATOR 
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Stupendous Reductions On Every Leonard Refri 
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The ad that started the selling of refrigerators 


news element and enough novelty about them to 
insure attracting attention. 

The Bomar-Summers company has been doing 
new things so frequently that it has come to be 
regarded as the house of ideas in the hardware 
line in Louisville, and Mr. Bomar has been respon- 
sible for most of the new stuff. 

Probably the most impressive and daring de- 
parture from conventional merchandising which this 
house has been responsible for recently was the 
trade-in proposition on old refrigerators, which has 
been running during August. It made competitors 
gasp, because it had “‘never been done’”’—at least in 
Louisville—and at the same time it made house- 
wives all over the city sit up and take notice. 

The company advertised through the newspapers, 
as well as by means of elaborate window displays, 
that it would allow $5 for old refrigerators, of any 
size or make, on purchase of new ones selling at 
from $17.50 up, the allowance to be used as the 
first payment. The allowance was to be $3 on those 
selling at from $6.50 to $17.50. In other words, a 
woman could send out her old ice box and get a 
new one without paying a cent, under the club plan 
used by the Bomar-Summers Hardware Company, 
and which is taken advantage of by the greatest 
percentage of its customers. 
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The announcement was radical, and suggested 
dangerous possibilities, if one assumed that the 
Bomar-Summers Hardware Company expected to 
enter the second-hand business. But this was far 
from the case. The old refrigerators were sold for 
junk, the concern averaging about $2 apiece for 
them, so that the net allowance was from $1 to $3. 
In other words, for the sake of “pulling”. business 
which probably would not have developed otherwise, 
the company was willing to sacrifice the margin 
indicated. 

“The plan was a success, as far as moving refrig- 
erators was concerned,” said Mr. Bomar, after the 
sale had been on for some time. ‘We found that it 
worked better with the high-priced goods, carrying 
the $5 allowance, than with the low-priced, indi- 
cating that the idea appealed most strongly to peo- 
ple in good circumstances, who were willing to make 
a pretty fair investment in a new ice box. 

“We did not put out the proposition for the pur- 
pose of making money. This is the clean-up season 
of the year on refrigerators and other summer 
specialties. Of course, refrigerators are in use all 
the year round, but the active selling season is in 
the summer. 

“Tt is our policy to carry over just as little goods 
as possible. We try to get rid of our stocks of re- 
frigerators, lawn mowers, garden hose, electric 
fans, etc., completely, so that we will not have to 
hold the goods until the following summer. It is 
worth something to get rid of the goods, and we 
believe that it justifies a sacrifice on our part. 
That, frankly, was the motive back of the trade-in 
proposition, which was absolutely new, as far as 
we know, and which consequently attracted atten- 
tion and made sales which we do not believe could 
possibly have been put over this late in the season 
otherwise.” 

Mr. Bomar is a close student of business, and he 
emphasizes the necessity of cleaning up season- 
able stocks. The hardware business is almost a 
succession of selling seasonable specialties, and the 
dealer who gradually permits his capital to be ab- 
sorbed in stock, which for a large part of the year 
is not salable, is handicapped to an alarming extent 
when it comes to making net profits. He cannot 
get the turn-over, and only by making rapid turn- 
overs can one succeed in scoring the returns which 
are justified by the situation. 

“Our refrigerator stunt,” he said, “is radical, and 
we admit it; but it has helped us to sell a lot of 
refrigerators, and to reduce our stock materially, 
and that was what it was designed to do. Hence I 
can say that the allowance plan was a success.” 

















CONTEST AND CONQUEST 






Overstocked Paint Departments and the Remedy 
By THE ASSISTANT MANAGER 

















Paint display made by the Burhans & Black Company, Syracuse, N. Y. 


HE faces of some twenty South Carolina nig- 
gers furnished the surface for one of the most 
complete jobs of exterior decorating I have 


ever seen. It was at a ’lasses lickin’. Most of us 


never heard of a ’lasses lickin’, and as this was my ‘ 


first I want to tell about it. It was one of those 
quiet, blistering, scorching hot days, great for cot- 
ton but hard on customers. I was a visitor, and 
the boys got up a “lickin’” for my amusement. 
Every shady spot on the town square seemed to 
shelter a dozing nigger that day, but as word was 
passed they rose to the occasion with alacrity. 


A Sugar-Coated Contest 


There were about twenty entries, and an audience 
of over a hundred. My host took a 30-quart granite 
dish pan, placed a silver dollar in the bottom, ex- 
hibited it to the crowd and then stepping over to a 
barrel of heavy home-made molasses, opened the 
gate until the silver was covered about 6 in. deep. 
Then he carried the pan out into the street and care- 
fully superintended the placing of the contestants. 
He allowed each coon to grip the rim of the pan 
with one hand. Down on their knees, with the 
whites of their upturned eyes matching the even 
rows of grin-exposed teeth, they certainly made a 
picture. 

“Ready!” The grins disappeared, the hands 
gripped harder the big pan rim. , 

“Dive!” At the word that bunch of wooly black 
heads submerged, the molasses rose like a dam-held 
freshet. It slopped over the sides of the pan, which 
was now being violently jerked back and forth by 
the contending forces. A face with a thickness of 
molasses about such as a boy likes to pour over his 
pancakes came up for air. Coming up for air after 
a ’lasses dive isn’t at all like emerging from a dive 
in water. They opened their mouths to breathe. 
Their hair, noses, ears and eyes were filled with a 
glorious stickiness, but they dove again and fought 
like wild men until a huge black boy after a violent 
plunge around the bottom of the pan came up with 
the dollar firmly gripped in his teeth. The pan 
was empty, but from top-knot to waist line every 
contestant was thoroughly and completely sugar- 
coated. 

The winner was very proud of his accomplish- 
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ment and the losers were busy explaining that they 
“didn’t care no how, ’cause they got a taste a good 
lasses.” 


Why the Town Woke Up 


The town, from a quiet, solemn, sleepy village, 
had suddenly become a center of activity. Nods 
had departed and laughter held full sway. Sleepy 
faces had slipped a cog and become animated. The 
heat was forgotten, and the rest of that pleasant 
afternoon I sat with a dozen friends and listened 
to talk of things essentially Southern. I have many 
times thought of that day, and I laugh to think of 
those molasses-coated coons. There’s a business 
lesson in that day’s fun, too, and I want to share it 
with you. The thing that woke that village up even 
against a heat handicap was a contest. It started 
the blood of every individual on that street to run- 
ning faster. It put us up on our toes and speeded 
up our thoughts, and that’s what a contest will do 
in any old town if you once get it going. 


The Result of National Contests 


There have been three great national campaigns 
waged every twelve months in the United States for 
the past five years. They’re “Swat the Fly,” “Clean 
Up” and “Paint Up.” The fly has been swatter into 
a shadow of hés former self, yet the shadow is 
formidable enough to sell our increased stock of 
wire cloth every year. 

The “Clean Up” campaign has mobilized the 
empty cans and bottles of a thousand communities 
and has lifted the ash can from a mediocre item to 
a meteoric seller. These two truths have come to 
us with such certain regularity that we are apt to 
forget that they are the result of contests. 


Deaf, Dumb and Blind 


“Paint Up” is the campaign I want to boost to- 
day, however. I want to use the gored stick on 
those who are advertising “Clean Up and Paint Up” 
campaigns, and who rest satisfied when 90 per cent 
of the town’s energy goes into “Clean Up” while 
paint cans gather dust on the back shelves. I want 
that chap to wake up to the fact that people borrow 
rakes, hoes and shovels for the “Clean Up” end of 
such a campaign, BUT THAT THEY BUY PAINT. 
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A corner of the paint department of the C. Ed. Smith Hardware Company 


In our store we run a “Clean Up and Paint Up” 
campaign every year, and you can bet your sweet 
life we would hang our effort in the attic with the 
has-beens if it didn’t sell paint. Every now and 
then we hear of some fellow making a success in a 
town that has been supposed to be “over-stored.” 
The reason is that the stores of an “over-stored” 
town are usually overstocked. Overstocked stores 
are sometimes the fault of over-buying, but more 
often an overstock is the result of a sales force who 
can see splendid opportunities in the surrounding 
towns, but are deaf, dumb and blind when it comes 
to spotting the good things nearer home. 


Twenty-four Hours Ahead of Time 


It’s a bum idea to think of starting a “Clean Up 
and Paint Up” campaign without convincing every 
building owner on Main Street that he should set 
the example by a demonstration in paint. The pub- 
lic who will trail along after such leadership is as 
fickle as a chorus girl who has a date with a friend 
after you have bought her a lobster dinner. ‘“Mer- 
chants’ Day” should precede the “Paint Up and 
Clean Up” campaign by just twenty-four hours, and 
on that day the paint example should be set so 
vigorously by store owners that the householders 
will fall in line easily and naturally. 


Questions of the Paint-Hungry Town 


Can you imagine a more favorable day on which 
to solicit paint orders than the one on which the 
merchants are painting? Did you ever take a pen- 
cil and pad and either drive over or walk over your 
town making a list of the paint prospects? Did you 
ever stop to realize that about every fourth house 
needs painting; that screen doors by the score need 
painting; that the storm sash that helped Mr. 
Householder buck last winter’s weather needs paint- 
ing, and that it ought to get it in the good old 


summer time? Who do you suppose is going to 
prod up the well-to-do villagers and tell them their 
fences need painting, that the dog house, the chicken 
coop, the barn or the garage needs a touching up to 
reflect the clean citizenship of the owner? This 
job may be up to the Mayor, and it may be up to the 
dog catcher. It may be the duty of the superin- 
tendent of schools, or it may fall under the jurisdic- 
tion of the justice of the peace. There may be a 
dozen people to blame for the washed-out appear- 
ance of a paint-hungry town, but we hardware men 
are more to blame than the whole bunch, because 
for years we have been the big paint distributors 
of the district. We are supposed to be the “repre- 
sentatives” of some of the biggest paint manufac- 
turers in the world, and yet we doze through the 
summer, surrounded by paint prospects thicker than 


flies around that ’lasses lickin’. 


A Tough Example 


Now I don’t want to rub it in, and I know that 
most hardware dealers go after the paint business 
right on the run, but I’ve just visited a town where 
the hardware store wouldn’t even make a good 
morgue. It’s quiet enough, but it’s too dirty, and 
I’ve listened for an hour to the bewiskered old 
bundle of shiftlessness who owns that store as he 
howled about slow business. Say, if business was 
as slow as that old cuss you could harness a couple 
of snails and run it to death in ten minutes. If 
business wasn’t any faster than his business meth- 
ods a cobweb would hold it for evermore. In fact, 
one of his showcases is tied tooth and toenail with 
just that sort of a cable. He is one of the incom- 
petents who will litter the trail of 1915. He is 
slipping fast, but he doesn’t know it, because the 
movement isn’t forward. He’s a backslider in a 
greased groove. Take this old tartar and stand him 
up beside a bunch of the live paint distributors I 
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know in the hardware business, and he would look 
like Bill Bryan alongside a regular Secretary of 
State. 

A Trimmer with Imagination and Selling Ability 


Burhans & Black of Syracuse, N. Y., are good 
examples of wide-awake hardware paint distribu- 
tors. They have a splendid line of paints and a 
well-equipped, well-arranged paint department. 
Their clerks know how to handle a customer when 
once they come in contact. Many stores are blessed 
with these pleasant and profitable essentials to good 
distribution, but few have a window trimmer with 
the initiative, the imagination and the selling ability 
which are undoubtedly characteristics of the chap 
who made the window display used in their store 
this spring. Plain cans of paint artistically ar- 
ranged in a window is what we are accustomed to 
looking at when we size up the average paint dis- 
play. Burhans & Black’s display centers around a 
house, simply but substantially built of paint cans, 
and say when you copy this don’t forget the palms 
or some other fitting foliage. It’s the touch that 
finishes the picture. 


“Inside Stuff” from New Castle 


The C. Ed Smith Hardware Company of New 
Castle, Pa., has a salesroom fit for the cash trade 
of kings. He couldn’t supply the material with 
which most of the rules of the earth to-day are 
painting their kingdoms, but if they ever get into 
the spirit of a clean up and paint up campaign 
C. Ed’s store will be the place they will head for. 
A picture of a corner of this paint department is 
herewith reproduced. It is a splendid arraignment. 
Dry colors, brushes and other paint sundries are 
carried in the drawers below the can stock. The 
boys in this store are trained to straighten up stock 
as they go along. The whole store has the appear- 
ance of having just posed for the camera. Ed 
Smith’s “inside stuff” is worth imitating. 


Healthy Stores and Sick Paint 


You would probably spend a lifetime finding two 
towns where the paint business is better conducted 
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than in Syracuse and New Castle. The firms I have 
mentioned are not alone in the race for the paint 
business. Wherever you find one up-to-the-second 
hardware store you generally find split-second com- 
petition. In towns like these, stocks are generally 
healthy. It’s a funny thing about healthy stocks, 
by the way. They’re not at all like human health. 
During the months of July, August and September 
the hospitals of the country are about empty. Doc- 
tors say it’s the hot weather and the sunshine people 
get into. Did you ever stop to think that most sick 
paint stock goes into a decline about this time? 
Did you ever figure that it might be a good time to 
take an inventory of paint? Number 27 and num- 
ber 85 may be similar colors. You may have bought 
the same quantity of each. Your inventory may 
show that you have sold all but 2 gal. of the 27, and 
that the 85 is as complete a stock as the day the 
drayman dumped it on your back platform. I don’t 
need to tell you what to do if your inventory turns 
up a few things like this. As your assistant, how- 
ever, it’s up to me to say that most of the paint 
that isn’t sold in the next ninety days will decorate 
the shelving when the annual inventory comes 
round, ‘and cash always looks better than merchan- 
dise at that time. 


Stick Until the Park Gates Close 


Dr. Charles Parkhurst, pursuing his campaign 


against cosmetics, said the other day in Brooklyn: 

“The use of make-up is so prevalent that if the 
average young man kissed the average summer girl 
he would be apt to die of painter’s colic.” 

The paint stock in our stores isn’t of that brand, 
thank goodness. You can fall head over heels in 
love with it, and fondle it until the park gates are 
closed for the night, and the only thing you are 


apt to catch is a stronger self-respect, a cleaner 


place in which to work, a happier boss and fatter 
pay envelope. | 

We all can’t get the dollar in the bottom of the 
pan, but we can get a taste of the ‘lasses if we start 
a Paint Up Campaign, and start it now. MHere’s 
wishing you luck. 





Peck, Stow & Wilcox Employees 
Have a Day’s Outing 


Tas annual outing and field day of the em- 

ployees of the Peck, Stow & Wilcox Company, 
Southington, Conn., was held at Lake Compounce 
recently. 

At 8:30 a. m. the Meriden Military Band started 
the day’s programme with a concert on the Central 
Green. 

At 9:25 eight special cars conveyed the employees 
and their families—estimated at 1500 in all—to 
Lake Compounce, each employee having received in 


his pay envelope on the previous day a Pexto button 
which entitled the employee and his family to all 
privileges for the day free of expense. 

A programme of sports and amusements, for all 
of which attractive prizes were awarded to win- 
ners, was gone through with. A baseball game be- 
tween teams of the married and the single “men, 
the married men winning, proved exciting. 7 

Much credit for the most successful annual outing 
held is due to the Mutual Relief Association of the 
Peck, Stow & Wilcox Company. Full charge of the 


outing was given to the officers of this association, : 


and how well they formulated the plans and carried 
them out the satisfactory results will testify. 
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Employees and their families at the annual outing of the Peck, Stow & Wilcox Company 
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SYSTEMS THAT SAVE MONEY 






AND MINUTES 


The Practical Help of Trade Journals and the Value of Reading 
By ROBERT T. GEBLER 


with the new lines—the new items,” was 


ory OW do you manage to be first in the field 
once asked a hardware man, “and what 


source of information do you have that enables you. 


to get in touch with these things before the rest 
cf us hear about them?” 

It is a fact that this hardware man seems to keep 
always just a little bit ahead of his competitors. 
He gets the new things first—advertises them and 
has built up a nice little demand long before his 
competitors are aware that he has done it. Yet 
this man has no hocus pocus methods that bring the 
profit rabbit out of the empty hat. He employs 
no mystifying passing of hands nor is he one of 
the elect that has “inside information” or ‘“con- 
fidential tips” from friendly manufacturers. In 
fact, he assures me, that he makes use of no method 
that is not now open to every other hardware man. 
His sources of information are the same sources of 
information that are at the disposal of every other 
hardware dealer. What he has done and is doing 
can be done by others. The idea is not original 
with him. Let him tell about it in his own words: 

“In the first place, I am only one man and I can 
be in only one place at a time. The United States 
is covered with an endless array of hardware 
stores, some good, and many otherwise, yet each 
one can teach me something I ought to know. If 
I can get just one good idea from the experience 
of each one I have a mass of data that will carry 
me over the dullest season successfully. If I can 
gather these ideas, there is little need of me worry- 
ing over the same things other men have ‘worried’ 
to a successful conclusion. In other words, I want 
to tap the experiences of all the men in the hard- 
ware field—I want all the new ideas—new methods 
—new viewpoints. I want to know what caused 
many stores to fail and others to succeed. I want 
to know why some organizations are continually 


changing while others develop their men into posi- . 


tions of responsibility and trust. 

“I want to know what is being sold—and how— 
and why. I want to improve my windows—my 
store, and finally I want to get a larger grasp of the 
hardware situation—and to develop into a better 
manager myself. I have already said that I am 
only one man and that I can be in only one place 
at a time. What more natural then than I should 
turn to my trade journals—not just to thumb over 
the pages—emitting on occasional grunt and then 
tossing them under the desk—but analyzing them 
page for page. Usually I take the time to go over 
them twice—making brief notes of all that seems 
good, and jotting down the ideas suggested to me 
by the illustrations or text. I go over them the 
second time for an entirely different reason. 

“Everything that has the remotest relation to 
any department of my business is clipped. I do not 
even spare the advertisements, for it is possible I 
will frequently be asked for things I do not carry 
but can locate for my customer by reference to the 
clipped advertisements in my file. This file, by the 
way, is a regular cabinet letter file. The pockets 


are indexed with the names of various articles— 
those articles usually carried in a hardware store 
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and those I do not carry. The latter are filed 
merely because they appeared in the hardware jour- 
nals. I may carry some of them later. If the ar- 
ticles advertised interest me sufficiently, I write for 
catalogs and advertising literature. The catalogs 
go into my catalog file, while the booklets and other 
advertising pieces go into my data file. There you 
have it. 

“IT can get any information I want in a minute 
or so—merely by reference to my file. Under the 
subject of ‘Credits’ I have clippings from articles 
on collections—letters, ideas that brought in the 
money, collection systems and methods, advertise- 
ments of collection agencies, advertisements of 
books on the subject of credits. Under ‘Paint’ you 
will find model advertisements, specimens of ad- 
vertising clipped from newspapers in other cities, 
from trade papers, window displays from house 
organs, ideas given me by paint salesmen. Go 
through the whole file and you’ll see that I haven’t 
missed a single department of my business. It is 
all there. 

“I know some men are scared when I tell them: 
about my plan. It looks like too much work—yet, 
when you consider that all this material comes to: 
the desks of the hardware men and that many of 
them give it some consideration—it does not seem 
like a great effort to merely clip the interesting 
things and have one of the clerks file them. It is 
the work of a few minutes and each few minutes 
so dedicated, in the course of a year or so means. 
a collection of information that you would not sell 
for a great deal of money, once you had gathered’ 
it together. I use my file every day—and several 
times a day. 

“In the first place, when I go over the trade jour- 
nals originally, I mark the advertisements that ap- 
peal to me. Then I thumb over the pages to locate 
whatever might be said editorially about these lines. 
I look for window displays made by hardware men 
in other towns. Then I connect the advertised line: 
with my market and try to figure out what I will 
accomplish by installing that line. If I can see 
a chance, I get my order in to the manufacturer’ 
immediately. Mind you, I do not fly head over 
heels after everything that is new. I study it over 
first. I order cautiously and then I push that new 
line to the front. 

“Compare me if you wish with a coward. For 
that is exactly what I am. I seem to fear the new 
line. I make my decision quick for fear I won’t. 
make it at all, and when I have made it I fear I have: 
made a mistake and then, in order to avoid that loss: 
I always fear, I shove the new line to the front as 
soon as I get it and push it for all I am worth. I 
wish I could do the same thing without that haunt- 
ing fear—but I can’t. But since I usually accom- 
plish my purpose after this fashion, there does not 
seem to be anything to worry over. 

“That is my source of inside information. That 
is the reason I get the new things first. There is 
nothing remarkable abéut it. It is just common 
horse sense, and, as I have told you, in my case, 
cowardice as well.” 
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Getting Most Out of the Catalogs 


A catalog that hangs behind -a door, tied to a 
string, is seldom the most productive catalog. In 
several stores I have visited I have found as many 
as five catalogs from the same manufacturer filed 
behind the door. It happened that someone asked 
for an article not carried in stock. The busy hard- 
ware man not knowing that he already had the 
manufacturer’s catalog had written for another. 
Hence the duplication. 

There is only one way to file a catalog, and that 
is the wasteless way. I do not want to suggest that 
you make up an elaborate cross index file showing 
on one card the article, its price and by whom made, 
and on another the name of the manufacturer and 
what he makes. That, of course, is an excellent 
plan. But your business may not be large enough 
to warrant it. 

Try this: Get a number of small gummed labels 
and put a number on each one. These labels are 
pasted on the backs of your catalog and filed in 
numeral order in a sectional bookcase, numbers to 
the front. A card file in your desk gives the items 
and the number of the catalog or catalogs in which 
these items can be located. If you know this pretty 
well, then simply have the manufacturers’ names 
on your cards. You don’t even need cards—a note 
book will do. 

Now the hardware man I have just mentioned 
goes over each new catalog as he goes over his 
trade journals. He wants the new things. Few 
manufacturers give publicity to their entire lines— 
at least, not often enough to be of much help to you. 
But they omit nothing from their catalogs. Fre- 
quently you will find some splendid little novelty 
tucked away between the catalog pages that will 
just fit into your needs. Study your catalogs. Try 
to get some good idea, some worthy thought, from 
each one before you file it. Usually, if you go about 
it with an honest desire to discover something, you 
will discover it. You cannot tell how an article is 
going to sell and how to sell it by looking at pictures 
of it. That’s where imagination comes in. 

While you are looking at the pictures, visualize 
your market—get it in front of you. If there is 
still a doubt that won’t stay settled, talk it over 
wih your clerks. They may know more abou it than 
you do. The master politician learns a great deal 
from his henchmen. But he is a better organizer 
than they are. So never hesitate to get your men 
thinking with you. Dig into your catalogs. 


Manufacturer’s Salesmen 


The manufacurer’s salesman is a specialist in the 
line he carries. It is natural that he should know 
a great deal more about that line than you do with 
a thousand lines clamoring for your daily atten- 
tion. Hs it ever occurred to you that the highly 
specialized knowledge of these men can be focused 
‘upon your problems? 

I have been in stores where traveling men are 
almost insulted when they come in, as though it 
were not just as honorable to sell wholesale as to 
sell retail. 

They are frequently treated as though they had 
come to steal money from the cash register. I 
never could understand it. In the first place, most 
salesmen are gentlemen or they could not represent 
the houses they are with. They are human beings 
with the same feelings, same ambitions, same short- 
comings, same refinements as any other normal 
human being. I would treat them courteously for 
that reason alone. 

I also respect the knowledge these men have, not 
only of the line they carry but of trade conditions 
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and retailing methods in other towns. I look upon 
these men as partners. I treat them as such. They 
can tell me a great deal, give me display pointers, 
advertising syggestions, window trim ideas. They 
can bring to my store the sum of their road ex- 
perience. And I want it. 

Many dealers keep a note book handy in which 
they jot down facts and figures given them by 
salesmen, and invariably the salesmen are glad 
to pass out such information. It is part of their 
work. Your interest in their store is enough to 
win their respect and certainly that respect is 
worth having, for no salesman, if he is human, will 
fail to reciprocate a kindness shown. It may be a 
little advance information—he may send along 
some good live suggestions from time to time. At 
any rate, you lose nothing by receiving salesmen 
courteously and you certainly stand to gain a great 
deal when you take into consideration the amount 
of good worth-while help they can give you. 


Building a Business Library 


For the same reason that a man should read his 
trade paper thoroughly, he should read at least 
one good business book each month. It may be a 
book on advertising, salesmanship, credits, manage- 
ment—any book, as long as it deals with some de- 
partment of business. It need not refer wholly to 
the hardware trade either. The fact that it doesn’t 
will not impair its value to you, but the reading of 
it will enable you to bring a lot of new thought to 
bear upon your problems. The more a man knows 
about business generally, the more intelligently he 
can shape the destinies of his own business. 

There is always danger of overspecialization with 
its consequent staleness of thought and mechanism 
of methods. A wide viewpoint—a wide acquaint- 
ance with business methods and institutions en- 
larges a man’s perspective—he gets a bigger view 
of business as a whole and, furthermore, the things 
you read about business have some connection some- 
where with your own problems. 

I would suggest above all things that every dealer 
read some popular work on economics and follow 
it up with a volume on management. Then take 
some standard book on advertising, another on sell- 
ing and at least one on credits. Real estate offers 
a field of interesting study. So does insurance, so 
does transportation. Every business man should 
know something about banking methods, as well as 
speculation and investment. A volume on com- 
mercial law should find a place on every man’s desk 
and certainly a good work on accounting would not 
be out of place. 

A business library, these days, is essential. A man 
may think that as long as he is making money why 
should he worry about anything else. That isn’t 
the question. Most of us know too little about busi- 
ness. We do not get much of the joy, because we 
do not understand the fundamental principles un- 
derlying the business fabric. We are dwarfed in 
our conception of big business. We talk in low 
tones and behind closed doors about the high cost 
of living and yet we don’t know why it is high. 

The Democratic tariff scares some of us and 
pleases others, yet I wonder how many of us can 
interpret any tariff and its consequences intelli- 
gently and measure their effect upon our own prob- 
lems. I want to know a great deal about banking. 
It may happen that I can some day use the bank’s 
services and if I have a good working idea of their 
methods I will know how to approach them, and the 
more I know about banks the more I will discover 
about their functions that I can use. 

A wide conception of business ‘is a very desirable 
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thing. It widens a man’s field of interest. It 
brings the thoughts, the activities of a world of 
specialists to his doors. It accomplishes in minutes 
things he could not accomplish in a hundred years 
if he waited for personal experience to show him 
the way. I wish I could put this business library 
idea to you as strong as I would like. It is a big 
thing—a necessary thing. You can use that li- 
brary, and the fact that you do use it will have a 
moral influence on those people under you. The 
coming youth is quick to emulate those men whose 
judgment he respects. If he can be induced to use 
your business library, so much the better for both 
of you. It will teach him to think, and that is some- 
thing. 

My business right now is advertising. There 
was a time when I boasted that I read nothing else 
and my library bears silent witness to the fact. 
Yet, to-day, I have more volumes on varied business 
subjects than I have on advertising and I am still 
buying every book on advertising as fast as it is 
published. This wider range of business reading 
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has had a direct and traceable influence on my ad- 
vertising activities. I can feel the difference. 
Now, that I can talk with some degree of intelli- 
gence on other subjects than advertising, I can 
anticipate the influences, economic and otherwise, 
that will touch upon my advertising work. 

In talking to manufacturers about advertising I 
can make it mean more to them because I can dis- 
cuss it in relation to conditions with which they are 
familiar. In other words, I can chat with them 
over their own fence. 

In these days of cheap books there is no reason- 
able excuse for not owning them. A book a month 
is little enough and twelve good business books a 
year will add something to your store of essentials 
that you did not have before. 

All things worth while take time and trouble. 
Things worth having cost their quota in effort 
Nothing comes of its own volition except disaster 
and regret. There are lots of things in business 
that are ours for the taking, though the taking 
may sometimes prove irksome. 




















Left to right: 


Skies Brighten for Cleveland Men 


$ ae fourth annual outing of the Cleveland Retail 
Hardware Association was held recently at 
Willoughbeach Park, along the shores of Lake Erie, 
about twenty miles east of Cleveland. Although 
rains had been almost a daily occurrence for some 
time, the skies brightened up for the hardware men 
and the day was a very pleasant one. The attend- 
ance was very large, and the picnic proved fully as 
enjoyable as any held during previous years. 

The hardware men and their wives and children 
started for their picnic grounds during the fore- 
noon, some in automobiles and others in special 
—street-cars..-After-partaking of their lunches from 
the well-filled baskets the picnickers hurried off to 
the ball grounds, where an exciting game was played 
by the East and West Side retail dealers. The 
East Side won by a score of ten to six. Fred Hartz 
was pitcher for the East Side, and H. B. McGrath, 
president of the Ohio State Association, was catcher. 
George Sherwin pitched for the West Side and John 
Eucher caught. 

The remainder of the afternoon was taken up with 
other interesting sporting events. A number of 
these were provided for the ladies, and there were 
a large number of entries in all the ladies’ contests. 
A 100-yard dash for boys under fifteen years was 
won by Robert Kacmer. Henrietta Mishler out- 


Ed Heiser tying cloth on Mrs. Rehburg for blindfold race; P. G. Huertz as annunciator; 
Start of the Ladies’ race; Start of the three leg race 


sprinted her competitors in the 50-yd. dash for girls 
under fifteen years. The three-legged race for men 
was won by George Moore and Earl Butler. Mr. and 
Mrs. J. T. Butler were the winners of the married 
couples’ race. The prize for the blindfolded walking 
contest for ladies was won by Louise Wenzer. The 
next was a shoeless contest for men, in which W. M. 
Morey carried off the prize. In a peanut scramble 
for girls of six years, Irma Fellers was the winner. 
One of the most exciting events was a nail-driving 
contest for ladies, in which nearly all the women 
present participated. This was won by Miss Viola 
Schwertner. Harold Bartell won in the ball-throw- 
ing contest for boys of sixteen years and younger. 
A new stunt in the sporting-event line was a cock 
fight, which was won by Clarence Eucher. 

The ladies showed themselves to be good sprinters 
in a potato race for women, which was won by Ruth 
Butler. A boys’ wheelbarrow race was won by 
Robert Holmes and James Butler. Charles Butler 
was the winner of the 15-yd. dash backward for 
boys under fifteen years. Helen Whelan captured 
the prize in the ladies’ ball-throwing contest, and 
Mrs. Moore displayed the greatest speed in a candy- 
eating contest for ladies. A tug of war between 
the retail and wholesale dealers, with twenty men 
on each team, was won by the retailers. During the 
afternoon paper hats were passed around for the 
men, and whistles, toy balloons and all-day suckers 
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Left to right: P. G. Huertz handing out all day suckers. Mr. McGrath im rear; 


Ed. Heiser, chairman 


Picnic Committee; Charles Rehburg, president Cleveland Association; H. B. McGrath, president of Ohto 
Hardware Association and F. M. Potter in rear 


for everybody. Each lady was presented with a 
half-pound box of chocolate candy. Very nice prizes 
were given to winners of the various contests. 

After the sporting events some started for their 
homes and others had a basket lunch on the grounds 
and remained for dancing during the evening. The 
outing was in charge of the entertainment com- 
mittee, consisting of Edward N. Heiser, Fred Hartz 
and Otto Wilke. 


North Dakota Association to Meet 
in February 


GRAND ForKS, N. D. 
To the Editor: 

Will you kindly make mention in HARDWARE AGE 
that the North Dakota Hardware Association has 
selected Feb. 16, 17 and 18, 1916, as the dates for its 
.next annual convention? The board of directors will 
meet during the next 30 days to decide where the 
meeting will be held and also to arrange details in 
connection with the exhibit. The motive in select- 
ing these dates is because the Minnesota Associa- 
tion holds its convention during the following week 
and we have made a practice for many years of 
holding ours the preceding week to give such of 
our members who desire, and opportunity to con- 
tinue their journey on from the North Dakota 
meeting to Minnesota without doubling their ex- 
pense. With the exceptionally good crop that is in 
prospect in this State it should have a great ten- 
dency to make our next meeting especially well 
attended. 

Assuring you of our appreciation for publishing 
such facts in connection with our next meeting as 
will be of interest to your readers, we are 

Yours very truly, 
NORTH DAKOTA RETAIL HARDWARE ASSO- 

CIATION. 

C. N. BARNES, Secretary. 


THE BRIDGEPORT HARDWARE MFG. CORPORATION, 
Bridgeport, Conn., manufacturers and importers of 
hardware and cutlery specialties, has found it necessary 
to erect a three-story fireproof structure 40 x 135 ft. 
It is expected that the building will be completed by 
July 1 and the company’s capacity increased fully 50 
per cent or more. 


It is sad but true that frequently the living the 
world owes you isn’t the kind you want to collect.— 


Exchange. 





Trading Stamps Expensive and a 
Nuisance 


TIMMONSVILLE, 8. C. 
To the Editor: 

The giving of trading stamps is a curse to any 
business, and I am glad to see the splendid fight 
you are making to rid the country of this evil. 
In an experience of 20 years in the mercantile 
business I have tried a great many advertising 
schemes, but never have I tried one that proved 
to be so great a nuisance and so expensive as 
the trading stamp scheme. I was led to believe 
when I made contract for the stamps that the 
use of them would not only bring new trade to 
our store, but would also help us to hold the 
trade we already had. We bought in twelve 
months, the life of our contract, over $1300 
worth of the stamps, and I am sure our custom- 
ers did not get over $300 in actual value for the 
stamps redeemed, so you can readily figure who 
had the least trouble, and who made the most 
money out of the business. I do not believe 
either that they brought us a single new customer 
or made us one bit stronger with the customers 
we already had. From the experience that we 
have had, I wouldn’t be bothered again with 
stamps if they were furnished me free of charge. 

Yours truly, 
THE JOHN McSWEEN COMPANY, 
W. H. KEITH, Vice-President. 


SPR. CAT OD ere 











Clayton & Lambert to Make Auto- 
mobile Parts 


5 eee Clayton & Lambert Mfg. Company, Detroit, 

Mich., manufacturer of the C. & L. patented 
liae of fire pots, torches and braziers, and oper- 
ating a large plant including foundry, machine shop, 
stamping, electric welding, plating departments, 
etc., has recently added a new sheet metal stamp- 
ing department. The company will manufacture 
automobile fenders, hoods, tanks and all other sheet 
metal parts, with the exception of radiators. The 
concern is also prepared to manufacture light 
stampings and to do enameling. In the new stamp- 
ing department, a full line of the latest improved 
machinery and tools has been installed and it is 
under the supervision of trained men, expert in this 
line. 
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EDITOR’S NOTE.—tThe table of values here- 
with reproduced by courtesy of Oliver Brothers, 
is from one of their recent market letters and repre- 
sents prices to the jobbing trade. 
what are undoubtedly the most interesting price 
changes in the history of the American hardware 
The past two years have undoubtedly been 
a period when the importance of the buyer has been 
most vividly brought before us. 
changes represented by these cold figures have been 


trade. 


in some cases great success, and in others total 


TABLE OF MARKET VALUES OF CRUDE 






MATERIALS 


By THOMAS A. OLIVER 
President, Oliver Brothers Purchasing Company, New York 


This table shows 


The results of the 


failure. We are living in a period when hardware 
and world history are being made. 


HE following crude materials enter largely 
= into the manufacture of hardware and 
kindred supply lines, forming the basis of 
values for them. The July, 1914, figures represent 
values before the outbreak of the European war; 
the August figures representing war scare values; 
the October and December figures being given 
merely to indicate the trend of the market during 
the last quarter of 1914; the latest 1915 figures 
being of interest by comparison with the 1914 
values. 





PIG IRON 


Basic, Valley 


12.50 
13.00 
13.00 
12.50 
14.00 
14.00 





STEEL SHAPES 





SCRAP STEEL 


Hy. Melting 
9.00 


Besse 


—a" 


STEEL BILLETS 


STEEL BARS 


Bessemer 
19.00 1.10 July, 1914, lowest 
21.00 1.20 August, 1914, highest 
20.00 1.15 October, 1914 
19.00 1.10 December, 1914 
22.00 1.30 August 10, 1915 
22.00 1.30 Highest in 1915 








STEEL SHEETS, 28G 


TIN PLATES WIRE RODS 














Black Galv. 
1.10 75 2.75 3.20 24.00 July, 1914, lowest 
1.20 2. 00 3.00 3.60 26 .00 August, 1914, highest 
1.15 1.90 2.90 3.25 26 .00 October, 1914 
1.10 1.80 2.80 3.15 25 .00 December, 1914 
1.30 1.85 4.00 3.20 27 .00 August 10, 1915 
1.30 1.85 5.00 3.20 27 .00 — in 1915 
WIRE NAILS STEEL HOOPS PIG TIN COPPER SPELTER 
Straits Electro Prime W. W. Brass Sp. 
1.50 1.20 30.00 12.75 4.80 5.80 July, 1914, lowest 
1.60 1.30 68 .00 12.433 6.00 7.00 August, 1914, highest 
1.55 1.25 28 .50 11.373 4.60 5.60 October, 1914 
1.50 1.25 33.50 13.00 5.35 7.00 December, 1914 
1.60 1.40 34.50 17.50 14.00 19.00 August 10, 1915 
1.60 1.40 34.50 20 .60 26 .00 30.00 Highest in 1915 
ZINC SHEETS PIG LEAD SOLDER, N. Y. BABBITT NO. 4, N. Y. 
Illinois Plant St. L. Warranted § & 3 
7.00 3.65 17.45 4.623 July, 1914, lowest 
8.50 3.80 36 .00 6.50 August, 1914, highest 
8.50 3.30 17.25 4.65 October, 1914 
8.50 3.80 18.40 5.00 December, 1914 
21.00 4.40 20 .00 6.50 August 10, 1915 
33 .00 8.00 26.75 9.50 Highest in 1915 
ANTIMONY, N. Y¥. ALUMINUM SILVER, RUBBER, N. Y. COTTON, N. O. 
Cookson’s Chinese Pigs, N. Y. N. Y. Up River, Fine Middlings 
7.00 5.00 17.373 .§2} 72.00 13.50 July, 9114, lowest 
ae eee 21.25 55.00 125.00 10.00 August, 1914, highest 
Se 0 3312.4 Se os 18.00 51.373 64.00 6.75 October, 1914 
SR ape 21.00 49.373 71.00 7.003; December, 1914 
50.00 34.00 32.00 47.374 57.00 9.00 August 10, 1915 
50.00 38 .00 32.00 49.50 71.00 9.25 Highest in 1915 
MANILA HEMP, N. Y. SISAL . HEMP. N. Y. JUTE, N. Y. 


Fair Current Shipment 


OOURS 
nnSaes 


7.25 


Shipment 





6.00 Shipment July, 1914, lowest 


8.50 Spot August, 1914, highest 
jwas October, 1914 
hth. December, 1914 
6.00 Shipment August 10, 1915 
6.00 Highest in 1915 


AMERICAN HARDWARE IN ITALY 


An Interview with a Prominent Italian Tool Expert Who 
Visits the United States to Buy 


By ROY F. SOULE 


Italian Army. He is also the Italian repre- 
sentative for a score of American hardware 
manufacturers, and for this reason is excused from 
military duty. The orders on Mr. Civita’s desk at 


(CO) tatian CIVITA is a cavalry officer in the 

















Charles Civita, Italian tool expert 


the time war was declared furnished ample evidence 
of Italy’s need of him in commercial pursuits. He 
has been in New York City for the past three weeks 
and will remain in the United States another month 
before returning to his home in Milano. Mr. Civita 
is a tool specialist. A list of the prominent Ameri- 
can manufacturers whose products he distributes in 
Italy is given at the close of this article, and is an 
evidence not only of his sterling business qualifica-. 
tions but of his high standing in the Italian 
tool trade. 


Full of Enthusiasm 


When interviewed at his office at 100 Lafayette 
Street, New York City, Mr. Civita was in good 
humor. The Italian command of certain coveted 
mountain heights along the Austrian border occu- 
pied the front page of the newspaper on his desk. 
Naturally our conversation started with the Italian 
Army, which Mr. Civita assures me is made up of 
five million men between the ages of twenty and 
forty years. These troops have all served two years 
in the army. As he dwelt for a moment on the 
splendid manner in which these soldiers are trained 
and equipped, our Italian hardware man sat on the 
edge of his chair and talked with a fire that im- 
parted a distinct impression of considerable action, 
and the fire did not materially decrease as our con- 
versation veered around to commercial pursuits. 


A Little Partial 
“Previous to the Italian entrance into the great 
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European conflagration,” said Mr. Civita, “there 
were four large distributors of American hardware 
in Italy. Three of those concerns were German and 
mine was the fourth. While we are not officially at 
war with Germany, we have thousands of German 
prisoners, captured on the Austrian battlefields, and 
the German population of Italy has disappeared. 
Needless to say, my three competitors have gone 
with the crowd, and my business in American goods 
has taken such jumps that every department is 
strained to the utmost. For instance, I had been 
terriby handicapped in securing plier business in 
the face of German price competition. Now my 
plier business is the source of great satisfaction, not 
only to myself but to a large factory in the United 
States. 


Half a Million Drills 


“T have enjoyed a fair drill business for the past 
few years also, and but for German price competi- 
tion would have handled a decidedly greater volume. 
With the war on I have suddenly found myself in 
possession of orders for nearly half a million drills. 
These orders have been placed in the United States, 
and when the drills are put to the test in our Italian 
shops they are going to break down all price barriers 
and prove conclusively to our manufacturers that 
the initial price is nothing when the wearing quali- 
ties are taken into consideration.” 


Personal Contact 


“How many men do you travel in Italy?” I asked. 

“There are five of us,” he replied, “and we travel, 
I think, more than the American traveling salesman 
would in the same-sized territory. This,” he con- 
tinued, “is due to the fact that railroads are owned 
by the government in Italy, and commercial travelers 
purchase permits which allow them unlimited trans- 
portation privileges for the year. With such mile- 
age traveling men almost invariaby go in person 
to handle prospective customers rather than lean 
too heavily on the mail.” | 


Business Increased Tenfold 


“What is the prospect for American business in 
general lines?” I asked. 

“American manufacturers as a whole do not ap- 
preciate the buying power of Italy. We area nation 
of forty million people. We have no coal, iron or 
other metals. Our wealth is a wealth of skill and 
labor. We buy enormous quantities of goods, and 
our acquaintance with American products has in- 
deed prejudiced us in their favor. 

“Since the declaration of war there has been an 
awakening. Our people are pretty firm in their 
determination that they will buy American goods 
through Italian business men. We feel that too 
many Germans have been selling us American goods. 
The best evidence I have of this is the fact that 
my business will increase just about ten times 
this year. 

“Yes, I want to represent more American firms,” 
he answered in reply to another question. “I want 
particularly to secure the Italian selling rights to 
more tool lines.” 
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Good Terms and Service 


“What are the most important things American 
manufacturers should know in order to take care 
of this great business you think is in store for us?” 
I asked. 

“Three things,” was his prompt reply. “First, 
efficiency ; second, quick delivery, and third and most 
important, reasonable terms.” : 

“What do you call reasonable terms, Mr. Civita?” 

“Two per cent discount, thirty days from date of 
seaboard delivery, or ninety days net,” was the 
quick reply. 

“Do you cash discount?” I asked. 

He smiled, shrugged his shoulders with a typical 
Italian gesture, and replied with a rising inflection, 
“‘well, I have never missed one yet.” 

My question must have stirred this energetic 
Italian merchant, for he soon afterwards produced a 
volume of banking references which attached to an 
order for goods would have looked as good as a 
Dun’s Aa. 


What Civita Sells in Italy 


Mr. Civita represents the following American 
manufacturers in Italy: Utica Drop Forge & Tool 
Company, Utica, N. Y.; Millers Falls Company, 28 
Warren Street, New York; E. C. Atkins & Co., 
Indianapolis, Ind.; Goulds Mfg. Company, Seneca 
Falls, N. Y.; Union Mfg. Company, New Britain, 
Conn.; Hart Mfg. Company, Cleveland, Ohio; S. W. 
Card Mfg. Company, Mansfield, Mass.; 
Grinder Mfg. Company, Milwaukee, Wis.; J. H. 
Williams & Co., Brooklyn, N. Y.; Union Twist Drill 
Company, Athol, Mass.; A. C. Penn, Inc., New York, 
N. Y.; John. H Graham & Co., New York, N. Y.; 
J. T. Slocomb Company, Providence, R. I.; Fayette 
R. Plumb, Inc., Philadelphia, Pa.; Barnes Tool Com- 
pany, New Haven, Conn.; Roberts Mfg. Company, 
Somerville, Mass.; Snell Mfg. Company, Fiskdale, 
Mass.; American Lawn Mower Company, Muncie, 
Ind.; W. A. Whitney Mfg. Company, Rockford, [Il.; 
J. L. Mott Iron Works, New York, N. Y.; John A 
Roebling’s Sons Company, New York, N. Y.; L. 
Straus & Sons, New York, N. Y., and the Cortland 
Corundum Wheel Company, Cortland, N. Y. 


Why He Likes American Hardware 


As I rose to leave I noticed two pictures on Mr. 
Civita’s desk. One was a likeness of a beautiful 
woman and the other of three sturdy boys. He 
noticed my glance and quickly responded with a 
smile, and as he handed me the first picture “Mrs. 
Civita,” he said, with a bow. Then he handed me 
the other picture and with a laugh said “two 
Yankees and an Italian.” His two older boys were 
born in this country. “Now,” he said, “you have 
the secret of why I like to sell American goods.” 


A Man Worth Knowing 


As I passed out the door I didn’t feel at all as 
though I had been visiting with an Italian military 
man. In fact, this cavalry officer seemed a lot more 
like a high-class business man, and I felt a distinct 
desire to call him Charley. If I were an American 
manufacturer of hardware without good Italian con- 
nections I know I should see Charley Civita before 
he sails for home next month. 

A man who will wire his factories to triple all 
orders, as this man did the day England declared 
war on Germany, certainly is not made of the 
material that thinks slowly and acts like an 
automaton. It savors more strongly of confidence 
ard selling ability. 

Mr. Civita has been making yearly business trips 
to the United States for the past eight years, and 
expects to come here every six months in the future. 


Luther- 


Hardware Age 


Stand for Broom Display 


a* excellent rack which displays 1 doz. house 
brooms in a floor-space of 13 sq. in. is in 
use in the Slayter Hardware Company’s store in 
Argos, Ind. This stand was built by one of the 




















Home made stand for displaying brooms 


house men at a cost too small to compute, and 
for the number of brooms shown it is one of the 
most effective methods that could be adopted for 
showing these goods. 

The base of the stand is 13 x 13 in., made of 1-in. 
board. In the center of this a 2 x 2-in. post, 5 ft. 
2 in. high is fastened. This post is nailed from the 
underside of the base and is further secured by 
the use of 3 x 3-in. angle irons on each side. 

Fastened to the post are four pairs of cross- 
arms which are built of 1 x 2-in. strips. The 
strips are fastened to the outside of the post, no 
mortising being done, and are secured by carriage 
bolts which run through the post. The pairs of 
strips alternate in crossing each other at right 
angles. The broom heads are placed on the two 
upper pairs which are 24 in. in length, while the 
ends of the handles rest between the two lower 
pairs, these latter being only 12 in. in length. The 
handles of the brooms resting on the top set of 
cross-arms fit between the set of arms which is 
third from the top, while the handles of the brooms 
which are placed on the second set rest in the 
bottom pair. In this way the display is always 
in order and four styles are easily accessible, ar- 
ranging 14-doz. brooms on each side of each pair 
of arms. : 

Compared with the usual stands made to display 
such goods the stand just descrihed offers many 
advantages, both in the accessibility of the goods 
and the smaller amount of floor space which is 
reauired. 

The bottom set of cross-arms is 15 in. from the 
base, the second is 12 in. from the first, the third 
set 19 in. from the second and the fourth pair is 
placed even with the top of the post. 


WASHINGTON NEWS 


Laundry by Parcel Post—‘‘Short Line’’ Railroads Bankrupted by 
Parcel Post—Through Passenger Rates Upheld 


By W. L. CROUNSE 


WASHINGTON, Aug. 16, 1915. 


OSTMASTER PRAEGER of Washington, the 
P self-appointed pacemaker and propagandist of 

the parcel post, has a new one. Heretofore 
his projects have been in the interest of farmers 
who wish to sell their products to Washington con- 
sumers without doing business with the Capital 
City retailers. Now he is working for the Wash- 
ington laundries. 

If you live in the Capital City and intend taking 
a vacation of any length you will probably require 
the services of a laundry while absent. Except for 
Mr. Praeger’s thoughtful assistance you would 
probably patronize the laundries of Atlantic City 
or Asbury Park or Deer Park or any other resort 
you might select for your summer sojourn. Mr. 
Praeger proposes to change all this and have you 
send your laundry back to Washington. In an offi- 
cial notice, paid for by the taxpayers at large, in- 
cluding the Atlantic City, Asbury Park, and Deer 
Park laundry proprietors, Mr. Praeger makes this 
alluring proposition: 

“The attention of the patrons of the Washing- 
ton City post office is called to the fact that they 
can have many of their accustomed comforts and 
conveniences follow them to the country or seashore 
resorts by using the parcel post. Especially is this 
the case of the family or individual laundry, which, 
by reason of its lightness, can be very cheaply sent 
by parcel post. The practice of the Washington 
laundries is to pay the postage on the laundered 
articles, and usually to pack in a substantial con- 
tainer, which can be used in sending the soiled 
laundry back to the city. The service also will 
prove more satisfactory than that which can be 
secured at some summer resorts. 

“The average package of laundry of an individual 
will weigh from 3 to 6 lb.; that of the average fam- 
ily about 8 lb.—the postage on the former being 
from 7 cents to 10 cents, and on the latter 12 cents, 
to points in the first and second zones, or within a 
radius of 150 miles.” 


A Big Principle Involved 


Now, this may look like a very small matter to 
make a fuss about, but the underlying principle is 
as big as the constitution of the United States. If 
Mr. Praeger or any other postmaster has a right 
to use the influence of the Federal Government to 
change a single trade channel and to divert busi- 
ness from one laundryman to another for the pur- 
pose of fattening the hungry parcel post, then all 
the postmasters have that right and the retail mer- 
chants of the country are absolutely at the mercy 
of a big political machine in Washington that can 
make or unmake them over night with a single ex- 
ecutive order. 

If Mr. Praeger can “facilitate” the sending of 
John Smith’s laundry from Atlantic City to Wash- 
ington, instead of leaving it in Atlantic City, where 
John Smith would have left it but for Mr. Praeger’s 
meddling, then your postmaster can “facilitate” all 
your customers in procuring their hardware, house- 
hold utensils, and what not from the big Chicago 
mail order houses. 
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It is perfectly clear that the sole interest of the 
post office in this matter is to get business for the 
parcel post. To-day it’s dirty clothes for the Wash- 
ington laundries. Next it will be hardware orders 
for the Chicago catalog concerns. 

Read this over again. It’s worth serious con- 
sideration. 


“Short Line” Railroads Bankrupted by Parcel Post 


Nearly every retail hardware man could rise up 
in an experience meeting and tell an interesting 
story of what the parcel post has done for him. 
But listen to this story of bankruptcy, to which the 
Postmaster General’s attention has been drawn by 
the Committee on Railway-Mail Pay of the leading 
railroads of the country. 

There are in the United States about 760 so- 
called “short line” railroads, having usually less 
than 100 miles of line, which are not part of or 
affiliated with any of the larger systems. As a 
class they have not been paying enterprises. The 
majority of them traverse sparsely settled sec- 
tions where traffic is limited. In many cases they 
have been run into mountainous territory where 
both construction and operation have been extreme- 
ly expensive. Many of them have been operated 
under receiverships for years. Only a very small 
percentage of them pay, or ever have paid, divi- 
dends, yet they are absolutely indispensable to the 
people of the sections they serve. 

These roads, it has been officially reported to the 
Postmaster General, are on the verge of insolvency, 
not as the result of the loss of any business, but 
simply and solely because the freight and express 
matter which they formerly carried, and which pro- 
vided them with a reasonable revenue, is now trans- 
ported in the mail cars instead of the freight and 
express cars. 

At first glance you might say it should make no 
difference to the roads how they carry merchandise 
so long as they are paid for it. Just there’s the 
rub. They are no longer paid for it. 


How the 50-Lb. Limit Works 


That part of the business which formerly went 
as freight was carried subject to the regular freight 
tariffs approved by the Interstate Commerce Com- 
mission, while express matter was paid for by the 
express companies, usually on a fifty-fifty basis. 
When Mr. Burleson increased the weight limit to 
50 lb., however, Tom, Dick, and Harry stopped 
shipping by freight or express and dumped every- 
thing into the mails, even to the extent of sending 
coal, flour, sugar, and other heavy goods in this 
manner. 

In these regions there has been no weighing of 
the mails since the parcel post was instituted and 
the compensation the roads are receiving for 
handling an enormous tonnage of merchandise is 
exactly the same as they formerly received for 
transporting the unincumbered mail. Of course, 
it’s only a question of time before they will be put 
out of business unless Congress provides a new 
method of fixing their compensation. 

Is it any wonder that the Post Office Department 
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statisticians are able to figure that the parcel post 
“pays”? Wouldn’t your business “pay” if you got 
your goods for nothing and sold them at current 
prices? 
Alfalfa Goes by Mail 

Postmaster Praeger must have been delighted 
with a report from Baker, Ore., that the farmers in 
that region intend to use the mails to send alfalfa 
to nearby customers. A report has just been re- 
ceived at the Post Office Department that the first 
bale of hay transported by parcel post was depos- 
ited in the mails at that point a few days ago. Of 
course, the bale conformed to the weight standard, 
but the experiment foreshadows a danger that may 
be attended with great embarrassment to the postal 
officials at some time in the future. For example, 
calves have been sent by parcel post. Now, it oc- 
curs to some of the conservative officials that if 
one farmer deposited a bale of hay in the mails and 
another led a calf into the post office for like trans- 
portation, who would pay for the hay in the event 
that it was consumed by the calf in transit? There 
are possibilities in such a situation that will un- 
doubtedly appeal to Mr. Praeger and other recent 
additions to the postal service. | 


Principle of Through Passenger Rates Upheld 


The Interstate Commerce Commission has just 
rejected rules, pending further inquiry, proposed 
by railroads prohibiting the through checking of 
baggage and sale of through parlor or sleeping car 
transportation on combination tickets. The deci- 
sion is of interest to those traveling from New 
York, Philadelphia, Baltimore, and other trunk line 
territory points to points in the South and South- 
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east. For years such travelers have been able to 
check their baggage through to destination and to 
secure through Pullman car accommodations on 
combination tickets, good only to and from the 
gateways to southern and southeastern territory. 
The Pennsylvania Railroad, the Baltimore & Ohio, 
and other systems desired to abolish this practice 
and asked the authority of the commission to do so. 
They made the contention that they were seeking 
primarily to protect their joint fares and to con- 
serve their revenues. They argued that the real 
purpose of mileage books and of all reduced fares 
was to provide a lower basis of fare within the de- 
fined and limited territories and that they were not 
intended for use in combination of tickets issued 
by other lines to defeat reasonable joint fares. It 
was argued further by the railroads that the use of 
mileage books in combination tended, sooner or 
later, to force joint fares down to the accommoda- 
tion fares. 

Those who protested against the proposed rule 
emphasized the inconvenience that would ensue if 
they were required to detrain at Washington for 
example, to recheck their baggage and to secure 
Pullman car accommodations for the portions of 
their journey beyond that point. The commission 
held that the proposed rule was unjust and unrea- 
sonable in that it would subject the holders of all 
such tickets to an annoying and often prohibitory 
inconvenience. The operation of the rule was sus- 
pended until Oct. 14 next to enable the commission 
to make further investigation. In the meantime 
the railroads will be required to check baggage 
through and sell through parlor or sleeping car 
tickets on combination. 





George E. Rogers Dead 


EORGE E. ROGERS, vice-president and treas- 
urer of the Millers Falls Company, Millers 
Falls, Mass., and New York City, died at his home 
recently. Although Mr. Rogers had been in delicate 














The late George E. Rogers 


health for the past 10 years, and gradually retiring 
from the many business interests which he held, it 
seemed to his family and friends that he was bet- 
ter physically than for years. 

Mr. Rogers was born June 10, 1849, at North 


Adams, the son of David C. and Amelia Anne 
Foot Rogers. He was married to Clara M. 
Clark at Easthampton, Oct. 1, 1873. Besides his 
widow, he is survived by a daughter, Ethel C., wife 
of Capt. L. J. Owen, and his son, Philip Rogers, and 
two grandsons, George E. Rogers, 2d, and David 
Rogers Owen. 

Mr. Rogers was a very successful business man, 
starting with his father as a young man in North- 
ampton, coming to Greenfield a little later, develop- 
ing the Landon Mitre Box Company, until 1876, 
when he became associated with the Millers Falls 
Company, first as secretary, successively attaining 
to the positions of treasurer, vice-president and 
general manager. 

A large proportion of the improvements and new 
tools brought out by the company were suggested 
by Mr. Rogers. He was a master of detail, con- 
stantly inaugurating new ideas which built up the 
present organization of the Millers Falls Company. 
His understanding of his fellow men was rare. 
This enabled him to inspire his subordinates and 
impress upon the company and its products his in- 
dividuality. 

His outside interests have been many and at 
different times he was connected with the Franklin 
County National Bank, Greenfield Savings Bank, 
Interstate Trust Company, Greenfield Life Asso- 
ciation, Boston Mutual Life Association, Greenfield 
and Turners Falls Street Railway. He was actively 
connected with the Franklin County Hospital, pres- 
ident of the Greenfield Club and the Country Club, 
and Rogers, Lunt & Bowlen Company. 

Mr. Rogers was very fond of travel and had cul- 
tivated tastes in music, art and literature. He was 
an enthusiastic golf player and had done much to 
develop the Greenfield links, even playing the day 
before he was taken ill. 
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Sold 


6é¢(\H, go ’way. I don’t want any insurance. Don’t 
try to jolly me—I can’t be affected by flattery. 
I’m not that kind of a man. Why——” 

“That’s just what I thought,” interposed the agent. 
“The minute I found your name on my list I decided 
to call on you at once. It is sickening to have to keep 
calling on men who expect you to jolly them, and praise 
them, and flatter them all during a business conver- 
sation. It isn’t done by any business house in the regu- 
lar course of business, so why should it be done by 
agents? My dear Mr. Grouch, we need such men as 
you. We need them greatly and always. I have flat- 
tered until my mind is a storehouse of endearing adjec- 
tives and pet names, and I tell you I’m tired of it. I 
could tell at a glance that you were far beyond such 
crude methods. No man who has achieved the position 
you have, and attained the honors of the top rung of 
the ladder purely through his startling intelligence, 
cares for any of that salve. It’s one of the highlights 
in my life to meet such a man—and to find that I 
don’t have to use the puerile methods of my trade on 
him. I thank you, sir, from the bottom of my heart. 
Yes, sir, sign on the dotted line. Thank you, sir. 
Good day.”—Exchange. 


King’s English 


HE other night at dinner in West Philadelphia, a 
little girl surprised her mother by saying: 

“T’m not stuck on this bread.” 

“Margie,” said her mother, reprovingly, “you want 
to cut that slang out.” 

“That’s a peach of a way of correcting the child,” 
remarked the father. 

“I know,” replied the mother, “but I just wanted to 
put her wise.”—Fortnightly Review. 


Knew the Family 


STORY is told of an Irishwoman who tried to wean 
her Scotch husband from the public house by em- 
ploying her brother to act the part of a ghost and 
frighten John on his way home. 
“Wha are you?” said the guidman, as the apparition 
arose before him from behind a bush. 
“T am Aul Nick,” was the reply. 
“Come awa’, man,” said John, nothing daunted; 
“gie’s a shake o’ your hand—I am married tae a sister 
o yours.”—Exchange. 


Her Happy Task. 


EVERAL members of a woman’s club were chatting 
with a little daughter of their hostess. 
“I suppose you are a great help to your mama?” 
said one. 
“Oh, yes,” replied the little miss, “and so is Ethel; 
but to-day it is my turn to count the spoons after the 
company is gone.”—Chicago Herald. 


Prudence 


éé REN’T you ashamed, Tommy, to strike a boy 
smaller than yourself?” 
“Not much. Anyhow, it’s better to be ashamed of 
striking a small boy than sorry you struck a bigger 
one.”—Richmond Times-Dispatch. 
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One Way to Tell 


GENTLEMAN from the North was eager to see 
one of the far-famed hook-wormed Georgia 
crackers, so he asked an old negro to point out one. 
“Yo’ see that black spot ovah yonder in the field?” 
asked Mose, as he pointed to an object in the field a half 
mile distant. 
“Yes,” replied the Northerner, “but I can’t tell 
whether that’s a man or a stump.” 
“Well, boss,” was the reply, “ef yo’ watches it an 
houah an’ it moves it ain’t a stump.”—Jester. 


Like Cures Like 


é¢KTOW, Willy,” said the mother, “you told me a 
falsehood. Do you know what happens to lit- 

tle boys who tell falsehoods?” 

“No, ma’am,” replied Willy sheepishly. 

. “Why,” continued the mother, “a big black man with 

only one eye in the center of his forehead comes along 

and flies with him up to the moon, and makes him 

pick sticks for the balance of his life. Now, you will 

never tell a falsehood again, will you? It is awfully 

wicked!”—Exachange. 


Drew the Line 


RS.. FINNICKLE (entering kitchen with news- 
paper)—Norah, a celebrated doctor says that 
brooms are full of microbes, so hereafter you’ll have to 
give your broom an antiseptic bath every day. 
Norah—Sure Oi’ll not! Next thing ye’ll be asking 
me to give it massage thratements and hippydermic 
injections, an’ ye may as well understand right now 
that Oi’m no thrained nurse!—Ezchange. 


Safety First 
6é¢T\EAREST,” he said, “can’t I get you a nice dia- 
mond ring for Christmas?” 
“No, darling,” whispered the far-seeing young thing; 
“T will take the ring now. Let Christmas bring its 
happy surprises, just as usual.”—Exchange. 


On Hens 
OSTONIAN (to farmer)—lIs it correct to say a 
hen “sits” or “sets”? 
Farmer—I don’t care whether she “sets” or “sits.” 
What I want to know is, when she cackles does she 
lay or does she lie?—Exchange. 


Proof Positive 


W* clip the following for the benefit of those who 
doubt the power of the press: 


“Owing to the overcrowded condition of our columns 
a number of births and deaths are unavoidably post- 
poned this week.”—Exchange. 


The Eternal Masculine 
OTHER—I’m afraid you are overeating. 
Tommy (keeping on)—TI ain’t afraid. Women 
get scared at things ’fore men do.—Boston Transcript. 


Easily Pleased 


ABE—What is an optimist? 
Steve—An optimist is a cross-eyed man who is 
thankful that he isn’t bowlegged.—Exchange. 
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America’s Unpreparedness 
ae ace we believe in the political 


doctrines of Theodore Roosevelt or 

not, we are compelled to admit that 
he has struck a popular chord in his San 
Francisco addresses on the subject of pre- 
paredness for war. The people are waking 
up to the fact that we are a first grade nation 
with less than a fourth grade equipment for 
warding off any well-armed source of trouble, 
and the present series of diplomatic corre- 


spondence has created an almost national 
feeling of uneasiness. 


In one sense, the worst enemies which this 
country has to fear are those to whom Roose- 
velt referred as_ professional pacifists, 
peace-at-any-price, non-resistant, universal 
arbitration people, whose policies tend only to 
Chinafy us, or reduce us to the level of im- 
potence to which China sank, The tear-draw- 
ing ballad, “I didn’t raise my boy to be a 
soldier,” is doggerel of the lowest type. It 
does not reflect a single sentiment in keeping 
with the high plane of American parentage. 
True, the ultimate object of birth is not the 
rearing of sons as sacrifices to the god of 
war, or daughters as victims of the god of 
Sorrows, but no true American father or 
mother has ever placed, even the lives of 
those they loved, above the welfare of the 
nation for which their fathers fought. 


, 


Individual life is not personal property; 
Man is a community creature—his existence 
is a community existence; He is subservient 
to community laws and entitled to community 
protection. His freedom is a freedom of be- 
liefs, but action is a community asset, and the 
community holds first claim on the lives of its 
individual members. We have in _ these 
United States built up a truly great nation— 
politically — socially — commercially — and 
duty bids us guard that nation and its insti- 
tutions. As in individual life we achieve only 
that for which we strive and keep only what 
we protect, so, nationally, we can hold only 
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those things which we stand ready to guard 
and defend. The personnel of our army and 
navy is of the highest type; the bravery of 
our citizen soldier is acknowledged, but 
neither personnel nor bravery can avail very 
much against superior numbers, training and 
equipment. The question is merely one of 
national life insurance, and preparedness in 
the Nation is as truly a mark of far-sighted- 
ness as is an insurance policy in the safe of 
the individual. 


If we block the way for effectual protec- 
tion to our country and its industries, or 
haggle over a substitute for preparedness, 
even though influenced by the highest of 
motives, we are nevertheless unconscious 
traitors to the land of our birth. There is no 
excuse for failure to protect. There is no 
substitute for preparation. The world pities 
Belgium with its homeless king and sorrow- 
ridden people, but the world would waste 
little compassion on a large and powerful 
nation which failed to be ready when the in- 
vader came. 


Successful war, even though waged solely 
for defense, can only be conducted by a peo- 
ple possessed of a thorough mechanical and 
human equipment, and backed by unlimited 
reserve supplies. If every country in Europe 
had been as fully prepared as Germany there 
would be no European war to-day. Switzer- 
land is one of the world’s toy nations, yet the 
fact that it possesses a standing army fifteen 
times as large as Uncle Sam’s has compelled 
a recognition of its rights and its neutrality. 
To-day we are a nation of 100,000,000 peo- 
ple. Our standing army is a mere shadow 
of what simple defense would warrant. Our 
reserve equipment is tailored to fit that 
shadow. Our miles of coast line are practi- 
cally unprotected. Though called on merely 
to ward off an invader, we could not put an 
army of 500,000 properly equipped men in 
the field in less than four months’ time. 


Individually we are brave, strong and will- 
ing to give our all for our country, but nation- 
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ally we are weak, careless and unprepared. 
Our very willingness means only useless 
sacrifice of life if ever war comes. 


HARDWARE AGE is not pessimistic. It 
grounds its faith in American manhood, 
American tradition and good American com- 
mon sense, but it realizes the inadequacy of 
our preparedness. We have been dreaming 
on a delusive pillow of peace and Europe’s 
alarm clock has started an awakening. Our 
national impotence is close to a national dis- 
grace. 


A Year of the European War 


UGUST FIRST marked the termina- 
tion of possibly the most destructive 
twelve months in the history of the 

world. It is appalling to consider the enor- 
mous destruction of life and property in the 
gigantic conflict in which the leading coun- 
tries of the Old World are engaged. The as- 
sertion so often made in recent times that 
wars henceforth would be necessarily of short 
duration has been disproved by the contest 
which is now raging. It is entering on its 
second year and no safe prediction can be 
made as to its termination. The war will 
apparently go on until some of the leading 
nations engaged reach the point of utter ex- 
haustion. 


It is of special interest at this time to re- 
view briefly the developments of the first year 
of the great European war in respect to this 
country. It ill becomes us to rejoice over the 
misfortunes of the distracted citizens of other 
countries, but the plain truth is that this un- 
expected outbreak of the greatest war the 
world has even seen has enormously bene- 
fited the United States. Our position now is 
the exact reverse of what it was a year ago. 
At that time the business of this country, al- 
ready seriously depressed by domestic condi- 
tions, suffered great damage from the finan- 
cial disturbances precipitated throughout the 
world by the beginning of the huge conflict. 
The sudden necessity for raising an enor- 
mous amount of gold to meet balances due in 
Europe involved a heavy strain on our re- 
sources and caused a gloomy view of the im- 
mediate future in banking and business cir- 
cles. This was intensified by the interrup- 
tion to the ocean-carrying trade through the 


withdrawal of vessels belonging to the bel- 
ligerent nations, and our export trade for a 
time was seriously checked. Foreign holders 
of our securities forced them on the market 
to such an extent that our stock exchanges 
were closed and for a long period it was diffi- 
cult to determine what even the best stocks 
or bonds were worth, 


The same cause, however, which paralyzed 
our trade brought about a recovery from the 
extreme depression into which we were 
plunged. A demand, small at first but stead- 
ily increasing, came from the warring coun- 
tries in the latter months of 1914 eventually 
bringing about the greatest export movement 
this country has ever seen. From month to 
month our balance of trade increased until 
the financial condition of the United States 
became stronger than ever before experi- 
enced. The pressure for gold from other 
countries not only faded but they became our 
debtors to such an extent that sales of Amer- 
ican securities were no longer feared and our 
stock exchanges resumed their normal opera- 
tions. 


It must be conceded that the extraordi- 
narily heavy war demand for our products 
has been the great underlying cause of the 
change in this country from the depression 
of the fall of 1914 to the prosperous condi- 
tions which have prevailed since the opening 
of spring. The stimulus to activity in the 
machinery trade and in those branches of 
business manufacturing war supplies has 
spread to domestic trades and buyers are no 
longer hesitating to cover their requirements 
and to make up products for the future. The 
war has further helped the domestic situa- 
tion by preventing the importation into this 
country of foreign products which by this 
time would have been coming here in increas- 
ing volume by reason of our low duties if 
there had been no such interruption. 


This country has also benefited to a great 
extent by the diversion to our markets of buy- 
ers in neutral countries who are no longer 
able to supply their wants from European 
sources. This class of trade may be looked 
upon as partly temporary, but it would be 
remarkable indeed if a very considerable part 
of the business thus secured should not be 


permanently retained by our manufacturers 


and merchants. 
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THE MAN BEHIND THE COUNTER 


Traveling Salesmen I Have Met 


HERE has been an increasing amount of 
T criticism against the traveling salesman 
lately. On the whole, I have been rather 
inclined to side with the traveling man and to 
believe that the retailer was overestimating the im- 
portance of his time. One month in the retail busi- 
ness has just about changed me to the other side. 
If the flood of incompetent traveling salesmen con- 
tinues I will be as radical as some retailers whose 
doctrines I have criticized severely in the past. 
The country is literally flooded with men who are 
attempting to sell hardware or hardware specialties 
but who do not know the first principles of sales- 
manship or of hardware. The majority of these 
incompetents represent manufacturers. On the 
whole, the men representing wholesalers are of a 
higher type; they not only know their business but 
they are considerate gentlemen as well, and that is 
more than I can say for some supposed salesmen 
with whom I have talked recently. 


The Book Agent Method of Getting the Buyer’s Goat 


As I recall some of the salesmen who have called 
on me during the past thirty days the memory of 
one visitor is particularly prominent. I have won- 
dered often how many sales he lost by trying to 
talk so fast that the buyer would not have time to 
say “No.” Apparently this young man had taken 
a correspondence course in salesmanship and had 
been taught that the principal thing was to keep 
the buyer from saying “No,” even if he did it by 
talking fast. He had overlooked the important fact 
that the secret of salesmanship is to make the buyer 
say “Yes,” rather than to keep him from refusing 
to place an order. 

At any rate this bunch of energy pushed his card 
into my hand early one morning and began his sale* 
talk. His arrival was opportune. I had just read 
the full-page advertisement of his firm in HARDWARE 
AGE, I was looking for something that he had, and 
the head of my company was in the store. If ever 
opportunity stared a salesman in the face it was 
then—and if ever a salesman lifted opportunity off 
the floor it was right there. 

This young man breathlessly assured me that he 
did not have a thing to sell, that he was merely intro- 
ducing a line of goods, that the expense of his work 
was charged to advertising, that he merely wanted 
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to get me to look over his line of goods, and so on 
ad nauseam. Three times as he stopped to take his 
breath I tried to cut in and tell him what I wanted. 
Each time my conversation seemed to be drifting 
toward a refusal to look at his line and each time 
he rudely drowned by statements with a flood of 
hot air that would have turned any book agent green 
with envy. I stood the first breach of etiquette 
fairly well, and he managed to get by with the 
second. The third time, however, did the work. I 
waited calmly until the salesman had run down and 
then I told him a thing or two. I closed by offering 
to look at his line at a certain time that afternoon, 
but he did not come back. That is the way incom- 
petent salesmen can smash good business prospects, 
and that is one of the reasons that the retailers of 
this country are protesting against the many calls 
of traveling men. 


When Condescension Jars Business Prospects 


Personally, I do not believe that I am very dif- 
ferent from the average hardware retailer. I have 
the same pride in my business and the same regard 
for the value of my time and the business I give 
that any man has. I would regret very much to 
appear cenceited, and yet I can name a firm that 
stands a very good chance to lose some business that 
I think it wants, and if this business is lost it will 
be because their traveling salesman condescended to 
callon me. That may sound like a funny statement, 
but it is absolutely true. That salesman told me to 
my face that he was giving me better prices than I 
deserved, that, in fact, he hardly got enough busi- 
ness out of my town to warrant his calling there. 
He told me that it cost his firm money to send him 
there. Now, in the name of all that is sensible, who 
on earth ever asked that man to come to my town? 
Certainly I did not; in fact, I don’t even want him 
to come there so far as I am concerned. But just 
think of it, the wonderful favor that he was doing 
me to come there and give me a chance to buy goods 
from him. I want to go on record with the state- 
ment that there are plenty of firms that will take 
business without condescending to do it, and they 
are the firms that I want to do business with. 

This salesman, whose time was so precious, who 
was kind euough to come to town to see me, loafed 
in my store for nearly two hours after I had told 
him positively that I would not give him an order, 
took up my time and the time of my men, asked 
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indiscreet questions and made himself a nuisance 
generally—and he travels for one of the largest 
manufacturers in his line in this country. After he 
had gone I began to make arrangements to buy the 
class of goods that he sells from a manufacturer 
who could take the business without doing me too 
great a favor and whose prices would be more in 
line with the market than those of the man who was 
giving me better prices than I deserved. 


On the Inside Looking Out 


Some employers who read this may think that I 
am selecting extreme cases or overstating the facts. 
The hardware retailers who read it know that I am 
not; they know that I am merely reciting annoy- 
ances that they must put up with all the time. 
Somebody has whispered into the ears of a certain 
type of traveling salesmen that there are a bunch of 
rube hardware retailers in these small towns and 
that all they need is about three drinks and a cheap 
cigar to get the business. I hope that some of these 
self-styled travelers will read this, if only to get 
the view point of The Man Behind the Counter. 

They have been telling the retailer that it was a 
good idea to look at his business from the outside, 
to view from the standpoint of the customer. That 
is just what I am doing with the traveling sales- 
man. I am telling him, or rather telling certain 
types, just how they look to a plain hardware man 
in a town of about 25,000. 

There is, for instance, that old war horse who 
shuffled up to my desk the other morning about 
eight-thirty. He had a breath on him that reminded 
me of the times when the corn used to sour in the 
horse trough. Personally, I have no objection to a 
man taking a drink when he wants it, but when it 
comes to submerging me. secord-handed, with that 
drink, then I draw the line. My conversation with 
this particular man was brief. I don’t know whether 
he had anything I wanted or not—I will never know 
if I have to wade through a whisky-laden conversa- 
tion to find out. 

An then, again, the young fellow who came in just 
the other day with an attractive specialty. I don’t 
know where he threw down his cigarette and when 





A Washout 


HERE had been a washout on a rural railroad line 
in New England and it became necessary for the 
passengers to remain overnight in a village tavern. 
One of the delayed passengers, an elderly lady of great 
vigor of body and voice, undertook to communicate by 
telephone with her family in a town some fifteen miles 
distant. Apparently unaccustomed to telephoning, she 
seemed to feel that one of the essentials to success in 
working the “blamed thing,” as she called the telephone, 
was that she should use her lungs to their utmost 
capacity, and this she did, to the edification of the 
guests in the hotel parlor, office, dining-room, kitchen, 
and the second and third floors of the house, all of 
them hearing her say in shrill and shrieking notes: 
“That you, Melissy? What? Huh? You can’t hear 
me? Well, I can hear you! Now you listen and—huh? 
What’s that? Who is it? Why, it’s me—your ma! 
Git that? You can’t hear me? Good Lord A’mighty, 
I should think you could hear me without no telly- 
phone, loud as I’m yellin’. I am here in Wallington— 
Wallington—yes, Wallington! Seem to have got that 
anyhow! I been washed out and—huh? You don’t 
git it? I don’t see why you don’t when I git you! I 
am here in Wallington—W-a-I-l-i-n-g-t-o-n and—no, no, 
not Wilberham! I never said Wilberham! I said Wal- 
lington—the place where your Uncle Henry used to live 
and where—no, no, I didn’t say I was to your Uncle 
Henry’s! I left there at ‘leven o’clock this forenoon 
an’ I got this far an’ got washed out an’ I got to— 
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he got hold of the Spearmint, but I do know that 
the combination made conversation impossible so 
far as I was concerned. I could have stood for 
either, but when they double team it is time to 
beat a retreat, and I did so by saying “No” as 
politely and firmly and quickly as possible. 


How Do the Other Buyers Feel? 


Maybe I am just plain cranky. Maybe other hard- 
ware buyers do not feel the way I do about these 
things—and maybe they do. We have two rules in 
our store that every employee must obey. One is 
that no one must sit on the counters; the other is 
that smoking is offensive to our women customers 
and is therefore not permissible. I notice that the 
traveling salesmen ignore these rules absolutely. 
Perhaps they do not know about them; perhaps it 
is their habit; and yet I do not see either of these 
things done in department stores. I have an idea 
that there are hardware retailers who side with 
H. G. Cormick and myself on these points. I would 
be very glad if they would use these columns to 
express their opinions. Their names need not be 
published if they do not wish them to appear, but 
their opinions will be highly valued. 


The Buyer Is Entitled to Full Consideration 


I want to go on record as stating that I believe in 
the traveling salesman; that I know he has valuable 
information to give; that I believe that he is neces- 
sary to the retailer. On the other hand, I want to 
say that because of these things it does not follow 
that the retailer’s time should be wasted by too 
many men, or that he should be compelled to listen 
to men to whom he does not wish to talk, or that 
because some traveling salesmen do the retailer “the 
favor” to call upon him that they should be allowed 
to sit on the counters, smoke up the housewares 
department, tell filthy stories or overcharge the 
buyer. The buyer is entitled to first consideration. 
The traveling men who cannot be made to see this 
are the ones that are creating a feeling against the 
body of traveling men and increasing the desire to 
buy without using the traveler. 





huh? I didn’t git that! Now, listen at me! I—am— 
here—in—Wallington—Wallington, the place where 
they make s’penders—you know—the place we come 
once to a Baptist convention and—no, no, I ain’t at no 
convention! I never said I was! I am here in the 
tavern at Wallington, because I got washed out an’ I 
got to stay here all night, an’ Mis’ Morse she is here, 
tco, an’ she wants you to ’phone her husband an’ tell 
him she’s been washed, out an’ that—you don’t git half 
I say? I reckon it’s because all the other fourteen 
people on the line are listenin’ in! Tell ’em to hang 
up their receivers—drat ’em! It’s costin’ me fifteen 
cents for this ’phone an’ I—did you git it that I an’ 
Mis’ Moise are washed out here in Wallington? Oh, 
my soul an’ body, I never said that we was doin’ a 
washin’ here in Wilberham! I never said nothin’ about 
Wilberham! It’s W-a-l-l-i-n-g-t-o-n! It’s the second 
time I’ve spelled it out for you. Mis’ Morse an’ me we 
been washed out an’ we are here at the Sorrel House 
tavern an’ we—huh? Sorrel horse? I never said 
nothin’ about any sorrel horse? Why in time you 
reckon I’d be payin’ fifteen cents at nine o’clock at 
night to talk about anybody’s sorrel horse? I said the 
Sorrel House—the tavern over in Wallington, where we 
are washed out an’ where—you don’t hear nothin’ but 
a burrin’ sound? Well, I reckon if all the others on 
our line won’t hang up their receivers I might as well 
hang up this one! I reckon you folks will lay awake 
all night wonderin’ what has become o’ Mis’ Morse an’ 
me! Drat the tellyphone anyhow!”—Ezchange. 

















PUBLICITY FOR THE RETAILER 






Interesting Page Ad—Snappy Hose Ad—Convincing Separator Ad 


Good Selection and Good Presentation 
No. 1 (4 cols. x 13 in.).—The Travers Hard- 
ware & Furniture Company of Allen, Neb., asks us 
if this ad is “any good.” Most assuredly it is good 
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ware Company, located in Lexington, Ky., write us 
asking for a candid expression of opinion on this 
hose ad. Our candid opinion is that some one may 
have written a better hose ad than this one, but 
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K JULY SPECIALS ¥ 


| Extraordinary Values in Snmmer Needs. We Invite Your Inspection 


DE LAVAL Cream Separator 
Are Recognized Everywhere as Being the 
World’s Standard 





Beard Removers 


Real Whittlers 


The kind 
“That cut the 
toughest 
beard; Exnd- 
ere, Penn, 
Ever Ready, 
in .. Nickle 





Complete line of GOOD Knives 
one to four blades—all styles 
Prices from $2.50 to as low as.. 


plate, Silver 
Silver plate, and Gold filled. $5 to $1 








Dress Building Tools 





The brand that does not allow 
the cloth to slide—but cuts every 
time. They will stay sharp. Let us 
show you why. All styles. Prices 

$1.25 to 25¢ 


For Efficiency, Durability and Simplicity 


Shim the Cleanest, Turn the Easiest, are 
Best Constructed and Easiest ts Wash. 


Note the Important features of the Improved DE LAVAL 
We cheerfully invite comparison. 





Bedsteads 


They cannot be 
surpassed for 
style. Built for the 
people who want 
the better class of 
furniture. Heavy 
two-inch posts, 
large fillers, full 
size. One week's 
special 
Ot. ccceses 














Mattresses 

Hot nights are 
soon to visit us. 
‘A good Mattress 
will induce sleep. 
Here’s one, full 
size, layer cotton 
felt, guaranteed to 
NEVER stretch— 
not even in a life- 
time. You should 
see them. Prices | 
right,. too, many 
styles, $11.35 to 







SIGMT FEED LUBRICATOR 
(SOLE O% SUPPLYD 
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CENTER BALANCED BOWL 







ALPWA-DE LAVAL” 
SEPARATING DISCS 


HEAVY PART OF Bowt” 
BELOW CENTER OF GRAVITY 


SIMPLE ONE PIECE SPRING SPINDLE 
GEARING wil OUST COVER 





CHEAPER THAN COAL COASTER WAGONS 


CONVENIENT AS GAS 


* Let us 
demonstrate 
Perfection 
long burners 
| Enders air 
burners 





Steel trucks—practically indes- 
t ti sails - ia. 
$27.50 on ructible~rolier beatings. Cust 
4 no more than the cheap wooden 
own to wheels, A ton isa light load fer 


$4 00 them. 
* 














A necessity for pure food in hot 
weather. Let us quote you prices. —~ 


AUTOMATIC SPRAY OMUNG OF 
" ALL GEARS AND BEARINGS 
SIMPLE LOWER BEARING AND FRICTIONLESS 
STEEL CARRYING POINTS 






OVER-FLOW FOR USED O% 
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No. 12 DE LAVAL No. 15 DE LAVAL 
The “Bargain Counter” is Becoming More Popular Every Day ese 460 to 5x ~ Acwual — 675 
A VISIT WILL CONVINCE YOU oe 
ues : | $75.00 |casH.| $90.00 
Builder’s Hardware Screen Wire Fencing 
If interested, Ask fur our Specia! Terms.  Also,investi- 
gate the EXCHANGE ALLOWANCE for your old De 
All : Neb " Laval or any other make. 
Se 
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F. J. Rosenwald & Son. 
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No. 1—We like the selection of articles 


—very good, we might say if we would be exact. We 


like the timely heading and the follow-up lead lines. 
We like the selection of articles. We also like the 
copy with its new little twists like “Beard Re- 
movers” and “Dress Building Tools” and its gen- 
eral crispness. We don’t like one thing, however, 
and that has to do with the display—the use of fine 
screen halftones. For newspaper printing, never 
allow your printer to use anything finer than what 
is termed a 65-line halftone. If you do, your illus- 
trations will be a first-rate imitation of a London 
fog—the snap will be notable by its absence. Prices 
in this ad seem to be prominent except in the case 
of the refrigerator. Would have quoted a price 
range here. The ad is neatly arranged, the border 
is an attention getter, and on the whole the an- 
nouncement should have been productive of results. 
The firm signature is exceptionally attractive. 


Paste This in Your Wife’s Cook Book 
No. 2 (2 cols. x 9% in.).—The Van Deren Hard- 
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No. 3—Tells the story quickly, yet con- 
vincingly 

This ad is notable for its fresh- 
ness of appeal. A unique presentation has been 
accorded a somewhat prosaic subject. It’s just the 
sort of copy that the summer reader enjoys—it’s an 
oasis in the newspaper desert. And behind its novel 
and amusing slant is sound sense, and the reader is 
cognizant of the fact while enjoying the presenta- 
tion. This is what guarantees its pulling power. 
The reader is allowed full enjoyment of the novel 
recipe, but there is not a second lost in butting him 
into facts and figures. And to wind up the ad the 
adman hands a special punch on lawn mowers. The 
layout is very well handled. Note the generous 
white spaces that make the narrow type block as 
prominent as the proverbial sore thumb. 


A Cut That Convinces 


No. 3 (2 cols. x 11% in.).—F. J. Rosenwald & 
Son of Bellingham, Minn., send us this ad on cream 
separators. It’s a well-constructed newspaper ad. 
It tells the story quickly yet convincingly, and that’s 


we haven’t seen it. 








August 19, 1915 
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- THIS SOLID CAR Coke . i WELL KNOWBRLADS OF: CUAS. H. BROWNS rm LINSEED Ol HOUSE PAINTS 
HE HOUSE THAT-SAVES YOU MONEY AND GIVES YOU THE BEST “ 
Bogint by LYKES-FREEMAN HARD WARE co. 
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a H. ‘Waa S ea sae ais Paint 
IS GUARANTEED FOR FIVE YEARS 


DAVID B. CROCKETT’S VARNISHES 
| Have Been the Standard of the World For Over Fifty Years 


Flat 


“S ATIN A” Is the messes sii 
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A Five Year Guarantee 








Nees] WOODLIFE SHINGLE STANE (328... 
rrr nF Is Guaranteed For Five Years Peay —S 
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Let Us Give You Our Figures For Furnishing the 


Best Materials at the Lowest Cost rey peut 


THREE REASONS WHY WE CAN _ | witty twins 
SAVE YOU MONEY eset 

Ist. We are out of the high rent district. 

2nd. We are buying in carload lots and 

paying cash. memo va” 

3rd. (Most Important) The Quality we |“sz =r. 


— furnish. 
“OTHERS CLAIM QUALITY--WE GUARANTEE IT” 


Lykes-Freeman Hardware Co. 
113W. Reno, OklahomaCity ™" SaeeeSerheewense Phone Walnut 6593 
ll > ev ATASUUANERAESSOOUTSOOUALOOANO A SUEUASEUUEESOTAOSUTUAN su LL 
















MH. 






: 
\ 





2 ouenrt wr rae peered eT 



























CITI 

















No. 4—Advances some very good arguments 


half the battle in newspaper publicity. The ad is 
cleverly divided into two sections: (1) A general 
appeal with broad claims and (2) a specific presen- 
tation in unique form. Strong claims are made for 
the De Laval machine in the opening display and 
then the reader is referred to the cut for details. 
Not every farmer will “stew” over this cut but a 
great many will and as a result they will be better 
informed on separator construction—what to look 
for and what to avoid. It won’t be so easy to sell 
an inferior separator to a farmer who has studied 
this cut long enough to sense the advantages of 
De Laval construction. He’ll be looking with a 
keener and more critical eye. He’ll have to be 


sold on “points” rather than on clever salesmanship. 
If this cut did no more than to make the farmer ask 
questions regarding competitive separators it has 
served its purpose admirably well. We would like 
to see this cut given even larger space and copy 
written to connect and elaborate on each detail of 
construction. Then the competitive salesmen would 
surely have their work cut out for them. 


Announcing a New Line 


No. 4 (page ad).—A page ad is invariably a 
profitable investment where an important new line 
is to be announced. This ad announces the new line 
of paints and varnishes for which the Lykes-Free- 

















A Tested Recipe 


For 


Keeping Cool 


“To one hydrant add a see- 
tion of good hose. Sprinkle 
street, sidewalks and porch 
liberally. Then to hose add 
a Fountain Spray and soak 
grass, shrubs and flowers.”’ 


Try this any time after 4 
p. m. and get a good night’s 
sleep, 


We can furnish everything 
except the water. 


Hose, per foot... .10c to 20c 
SED a's aheeied us + eb aa 40c 
Hose Reels . . .$1.50 to $2.50 
Fountain Sprays .50c to 65c 
Hose Menders..... 10c.each 





Lawn Mower Special 


16-in. Competitive $3.20 
16-in. New Magic.$4.85 








Van Deren Hdw. Co, 


(Inzorporated.) 


340 W. Main St. Phone 118 





No. 2—Notable for its freshness of appeal 


man Hardware Company, Oklahoma City, Okla., 
have secured the State agency. The copy in this 
ad is handled fairly well; it is brief, yet advances 
some very good arguments. The display, however, 
could have been greatly improved. The two half- 
tones are too fine screen and “mud up.” It would 
have been far better to have used line drawings 
made from the two photographs. There is too much 
heavy type in the ad. The main headings announc- 
ing each line should have been displayed in black 
face, and all other lines in lighter faced type, such 
as is used in the “three reason” portion of the ad. 
This would have made the ad neater in appearance 
and much easier to read. The border, however, is 
excellent and the “well-known users” column and 
the guarantee box add greatly to the effectiveness 
of the announcement. To revert again to the copy, 
it seems to us that here was an excellent opportunity 
for using an opening talk telling the public of the 
firm’s reasons for selecting the particular lines fea- 
tured. This with the reasons for saving money 
would have made the ad a complete argument. 


Work that is done simply to make a living is never 
best work. The only way to do best work is to love 
the work.—Thomas A. Edison. 





Hardware Age 


Logan-Gregg Company Erecting 
Building 


«lage Logan-Gregg Hardware Company of Pitts- 

burgh is erecting a building at the corner of 
Ninth and French Streets. The structure will be 
eight stories in height and will be of steel construc- 
tion. There will also be a first floor mezzanine, on 
which will be the cutlery and sporting goods depart- 
ment. The outside of the building will be of red 
brick, trimmed with white terra cotta. The height 
of the building will be 110 feet. 

It will have a 90-ft. front on Ninth Street and 
will extend back 116 ft. The constructon of the 
building ‘will be exceptionally strong, so that more 
stories may be added later if the company so desires. 
The construction is such that it will be able to hold 
250 Ib. per square foot. 

On the first floor of the building the offices and 
salesrooms of the company will be located. The 
other floors will be devoted to warehouse purposes. 

Work has been going rapidly forward on the 
building, and it is expected that the contract will 
be practically finished within sixty or seventy days. 


Convention of the Carpenter-Mor- 


ton Company 


HE annual get-together meeting of the traveling 

salesmen representing the Carpenter-Morton 

Company, Boston, Mass., was held recently at the 
Boston City Club. 

Thirty-five salesmen, representing nearly every 
State in the Union and Canada, were present. 

Addresses were made by George C. Morton, treas- 
urer; M. Elton Vose, assistant treasurer; also by 
H. K. Stroud, vice-president of the Bayer-Stroud 
Corporation, advertising counselors of the Car- 
penter-Morton Company. 

A general discussion on the products manufac- 
tured by the company proved very interesting and 
instructive. 

Seventy-five years of successful business life have 
been completed by the firm. 





Hardware Age Most Inter- 
esting and Instructive 


ALTON, ILL. 
To the Editor: ; 

We are subscribers to HARDWARE AGE, and find 
it to be the most interesting and instructive trade 
paper we receive. 

Especially educational is the “Publicity for the 
Retailer’ department, which is always filled with 
very good ideas. 

We are attaching several ads of single column 
about 10 in. space, which we run regularly in our 
home papers, that may be of passing interest to 
you. These ads are changed every week and are 
inserted in every other issue. The results have 
been satisfactory thus far. 

If you find any of these worth space in your 
publication we would be pleased to read your 
criticism and advice for improvement. 

Thanking you, we beg to remain, 


Yours very truly, 
MILLER LIME & CEMENT CO., 
) Per W. L. Budde. 






















Trade Conditions and Iron, Steel and Hardware Prices 





Pig iron prices have advanced, the main 
reason being that the steel works are filled up 
for months ahead on orders for billets and 
sheet bars, and also largely for war muni- 
tions. 

In finished iron and steel the past week saw 
a continued heavy demand for shrapnel bars, 
several large orders having been placed at 
Cleveland, Pittsburgh and Buffalo. 

A strong feature of the situation is that 
the foundries are getting well filled up with 





MARKET SUMMARY FOR THE BUSY READER 


work and are buying more freely of pig iron 
and taking quicker deliveries. 


Reports from the hardware trade are very 
encouraging. The leading jobbers in Pitts- 
burgh state that the volume of business in 
July was the heaviest in any similar month 
since 1912, and the outlook for the future is 
very good. 


The demand for wire fencing and other 
farm products is very active. 











PITTSBURGH 


Office of HARDWARE AGE, 
Pittsburgh, Aug. 17, 1915. 
NTEREST in the general market still largely centers 
| in pig iron, prices on which have gone up to the ba- 
sic of $15 for Bessemer, $14 for basic and $13.50 to 
$14 for Northern No. 2 foundry, f.o.b. Valley furnace. 
These prices show a clear advance of at least $1 a ton on 
Bessemer iron, about the same on basic and slightly low- 
er on foundry iron. The main reason for the rapid ad- 
vance in prices of pig iron, which, however, was longer 
delayed than expected, is the fact that the steel works 
are filled up for months ahead on orders for billets and 
sheet bars, and also largely for war munitions. Those 
in the steel trade are just commencing to realize the 
large extent of the orders placed for war munitions with 
the steel mills in this country by the Allies, and which 
run into hundreds of millions of dollars. One reliable 
report has it that the Crucible Steel Company of Amer- 
ica, located in this city, has orders at present for about 
$66,000,000 worth of war munitions, or all that the com- 
pany can turn out in the next year or longer. This con- 
cern is now building very large steel works at Harrison, 
N. J., in which to make high-grade steels, and work is 
being rushed to full capacity. It is expected to have the 
plant ready for operations before Jan. 1. 

Reports also are that the Steel Corporation has bought 
a large tonnage of basic iron at Cleveland, but this is 
not confirmed. It is believed that two or three of the 
large steel companies, whose blast-furnace capacity is 
now in operation to about the limit, will come in the 
market before long and buy large blocks of both Besse- 
mer and basic iron. The pig-iron market has clearly 
turned from a buyer’s to a seller’s market, and prices 
are very firm. Opinion is strong that if the steel com- 
panies should come in and buy some fairly large lots of 
Bessemer and basic iron, prices would go up another 
dollar a ton. This country is now making pig iron at 
the rate of about 33,000,000 tons a year, the largest out- 
put ever reached in the history of pig-iron making in the 
United States. 

In finished iron and steel the past week saw a contin- 
ued heavy demand for shrapnel bars, several large orders 
having been placed at Cleveland, Pittsburgh and Buf- 
falo. Steel mills at these points have taken heavy con- 
tracts for 3%4-in. rounds, and it is stated that the larger 
makers of steel rounds have enough work on their books 
to take their entire output for some months to come. 
As showing the extent to which this country is supply- 
ing steel for export it can be stated that in June ship- 
ments abroad were 355,000 tons of iron and steel prod- 
ucts that are reported by weight, against only 263,000 
tons in May, while to-day it is not unlikely shipments 
are at the rate of 400,000 tons per month. Prices on all 
kinds of finished iron and steel are firm and on blue an- 
nealed and common black sheets are slightly higher, but 
galvanized sheets have shown a sharp decline, due to the 
much lower prices on spelter. This material was quoted 
the other day as low as 14 cents, against about 23 cents 
a month or more ago. 

A strong feature of the situation is that the foundries 
are getting well filled up with work and are buying more 
freely of pig iron and taking quicker deliveries. In fact, 
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some of the foundries are asking blast furnaces, from 
which they bought pig. iron, to anticipate shipments, as 
they are needed iron faster than the deliveries called 
for in their contracts. The Standard Sanitary Mfg. 
Company, one of the leading consumers of foundry iron 
in this district, has closed for 20,000 tons for its North 
Side and New Brighton works, and 6000 to 8000 tons for 
its Louisville, Ky., works. There is a heavy inquiry for 
foundry iron for first half of next year, but some fur- 
naces are slow about quoting so far ahead. It is likely, 
however, that a few furnaces will sell at about to-day’s 
market or, say, $14.50 for No. 2 iron for backlog orders. 
At Birmingham prices on No. 2 iron have gone up to $11, 
with one or two sellers quoting $12.50 for iron for deliv- 
ery in first half of 1916. 


The market on billets and sheet bars is very strong, 
but new buying is light. The larger steel mils in the 
Pittsburgh and Youngstown districts that sell billets 
and sheet bars are well filled up and are not anxious to 
sell further. Bessemer and open-hearth billets at Pitts- 
burgh are about $23 to $23.50, with several sales of 
small billets reported at $24.50, Pittsburgh. In finished 


iron and steel the situation is strong, but the new de- 


mand is not particularly heavy, the mills being filled up 
longer on contracts for plates, shapes and bars taken 
some time ago before prices were advanced. Black and 
blue annealed sheets are up about $1 a ton, and common 
iron bars about the same figure. 


There has been a sharp advance in prices of old ma- 
terial, heavy steel scrap for open-hearth purposes, also 
low-phosphorus melting stock and other grades, showing 
a clear advance of about $1 a ton. Coke is still quiet in 
demand, with prices fairly strong. The building of by- 
product coke ovens by blast-furnace interests has been 
so rapid in the past year or so that a good deal of bee- 
hive coke -has been displaced, and predictions are that 
prices on beehive coke will not again in a long time be 
as high as they were a few years ago, when blast-fur- 
nace coke for prompt shipment sold as high as $4 a ton. 


Reports from the hardware trade are very encourag- 
ing. The leading jobbers in this city state that the vol- 
ume of business in July was the heaviest in any similar 
month since 1912, and the outlook for the future is very 
good. The advances that have taken place on many lines 
of hardware, notably the heavier goods such as sheets, 
iron and steel bars, pipe and other products, are serving 
to cause buyers to place orders more freely, and the vol- 
ume of sales by hardware stores and the jobbing trade 
is increasing very fast. In the farming sections demand 
for wire fencing and other farm products handled by the 
hardware trade is very active, the farmers having been 
favored with very large crops this year on which they 
will realize good, high prices. The fall trade in wire 
nails and fence wire has opened up actively and prom- 
ises to be much heavier than last year. 

Collections are reported good, and the whole situation 
is very satisfactory from every standpoint. 


WIRE NAILs.—Mills report that the domestic demand 
for wire nails is moderate, but specifications against 
contracts placed some time ago at the $1.55 price are 
active and shipments by the mills are heavy. There 
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is also some foreign demand for wire nails and con- 
siderable shipments abroad are being made right along. 
The trade is still expecting on any day to have notice 
of an advance in prices of wire nails, but as yet this 
has not taken place. The market is very firm, owing 
to the good demand, also to the scarcity of, and prices 
being charged for steel. 

We quote on new orders, wire nails in large lots to jobbers, 
$1.60 base; in carload lots to retailers, $1.65 base; less than 
carload lots, $1.75; galvanized nails, i in. and longer, $1.75 
extra, or $3.35 base; shorter than 1 in., $2.25 extra plus the 
regular nail card extras. 

Cut Naits.—The new demand is reported quite act- 
‘ive and prices are firm. Some cut nails for foreign 
shipment have been sold recently, only in small lots. 
The La Belle Iron Works of Steubenville, Ohio, are oper- 
ating their cut-nail factory at Wheeling, W. Va., full 
time. 


BaRB WIRE.—Reports are that the demand for fall 
trade has opened up very actively, shipments by the 
mills being heavy, and the outlook is very encouraging. 
We also note a continued active demand for barb wire 
for export, local mills making regular shipments abroad 
in large quantities. It is stated that the local makers 
of barb wire have enough orders on their books at 
present to take practically all of their entire output for 
the remainder of this year. 


FENCE WIRE.—Fabricators of fence wire are laying 
in large stocks in anticipation of a heavy demand in 
the fall for wire fence. Manufacturers are also buying 
freely, and shipments by the mills of fence wire are 
heavier now than at any time in some months. Indica- 
tions are that new fence building this fall will be active 
and this will mean a heavy consumption ef fence wire. 
Prices are very firm, and an announcement of an ad- 
vance in the near future is generally expected. 


IRON AND STEEL Bars.—New demand for both iron 
and steel bars is heavy, particularly for steel rounds 
to be used for making shrapnel. The larger makers of 
steel bars are filled up for three to four months ahead 
and prices are very firm on the basis of 1.30c., Pitts- 
burgh. On the smaller sizes of rounds and squares, 
local steel bar mills are back in deliveries four to six 
weeks, and it is very probable the steel bar mills will 
run to 100 per cent of capacity over remainder of this 
year. The pew demand for iron bars is also better, 
the mills running to fuller capacity now than for a long 
time. Steel reinforcing bars are active in demand, but 
prices have not shown any betterment. 

We quote steel bars at 1.30c. to 1.35c. for third quarter, the 
lower price for small lots. 

We quote common iron bars at 1.30c., refined iron bars, 
1.35c. to 1.40c., and railroad test bars at 1.40c. to 1.45c., f.o.b. 
Pittsburgh. 

TIN PLATE.—Regular shipments of tin plate abroad 
are being made by local mills, one large interest having 
made two heavy shipments of tin plate to South Amer- 
ica last week. The foreign demand comes largely from 
China, Japan, India, South America, Asia and also 
from Africa. Specifications against contracts for tin 
plate are not as active as they were earlier in the year, 
but there is always a falling off in specifications for tin 
plate in July and August. Small domestic orders are 
being placed, but the consuming trade is covered over 
remainder of the year. 


SHEETS.—Prices on blue annealed and Bessemer 
black sheets are up about $1 a ton. Galvanized sheets 
have shown a sharp decline in the past week, due to the 
rapid fall in prices of spelter, which has been quoted 
as low as 14c., against 23c. a month or more ago. 
Some mills are naming as low as 3.85c. for No. 28 gal- 
vanized sheets, but desirable orders could be placed 
at a lower figure. The general range of the market is 
3.85c. to 4c. Makers’ prices for mill shipment on sheets 
of U. S. Standard gage, in carload and larger lots, on 
which jobbers charge the usual advance for small lots 
from store, are as follows, f.o.b. Pittsburgh, terms 30 
days net, or 2 per cent cash discount in 10 days from 


date of invoice. 
Blue Annealed Sheets 
Cents per Ib. 


<n ee oe arene ke ee be bbe 1.30 to 1.45 
I A Se Dah go aw esr e 1.35 to 1.50 
I, ne ne Eo Gea eee Gee 1.40 to 1.55 
ne e.g b's tee wee 1.50 to 1.65 
I SR I oe ae a tag ee eae 1.60 to 1.75 





Hardware Age 























































Box Annealed Sheets, Cold Rolled 
Cents per Ib. 


I: a ee ene ae 1.50 to 1.55 
ES bee a tak eae ee wah 6 cbene knees 1.50 to 1.55 
Nos. Te ee ea ab ow 6 oo a 1.55 to 1.60 
RE ra ne 1.60 to 1.65 
Nos. SE ae ee Te oe ale ee pak otal 1.65 to 1.70 
eS a ie ee pe heeds 1.70 to 1.75 
Nos. a ae ai 1.75 to 1.80 
Gk + abe aa 4 68s Cbs 0 Othe oes Bee 6 be 1.80 to 1.85 
I i a a I ee wie 1.85 to 1.90 
I a a, a ON ua Cae oe aa we Oe a ew aoe 90 to 1.95 
as ee a og a debe e be merere 2.00 to 2.05 


Galvanized Sheets of Black Sheet Gage 
Cents per Ib. 


Sg Te ne a aba tan ah 6 meee 2.85 to 3.00 

eI rt at a at ge io oe ees ao eee 2°95 to 3.10 
Nos te hca 2.95 to 3.10 
I a lS ee aged 3.05 to 3.20 
IS ef SS hit a de 6 ls Gib e eos Wee 3.20 to 3.35 
RS a eae eee re et een er 3.40 to 3.55 
a oo a a os a s aa ee owe oe ee 3.55 to 3.70 
eee Se a es 3.70 to 3.85 
I A i a i a eS eee 3.85 to 4.00 
i ee eerie ce wernt 4.60 to 4.75 
CSE WN a a eS i he ee 4.85 to 5.00 


CORRUGATED ROOFING SHEETS BY WEIGHT 
Gages, cents per Ib. 
25 to 28 19 to 24 re e8 
0.10 0.05 


010 


Painting: 29 
Regular, or oiling 
Graphite, regular 

Forming: 
2, 2%, 3 

SEE © Aisa 55 oad od wie ee wee 0. 
2, V-crimped without sticks 0. 
5, to 14 in. corrugated... 0. 
3, V-crimped without sticks 0 
Pressed, standard seam, 

with cleats 
Plain rol) roofing, 

without cleats 
3/15 in. crimped 
Weatherboard siding 
Beaded ceiling 
Rock face brick and stone 

siding 
Roll and cap roofing with 

caps and cleats 0.25 
Roofing valley, 12 

EY: ded dra bedk Pen ne hae 480-8 
Ridge roll and flashing 

(plain or corrugated).... .... 
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Nuts, BoLTs AND RIvETs.—Makers of nuts have 
again made a slight advance in prices and report the 
market very firm. An advance in prices of bolts is also 
looked for at an early date and rivets are also stronger. 
The present maker on nuts, bolts and rivets as regards 
demand and prices being obtained is much more satis- 
factory to the makers than at any time in more than a 


year. Discounts to the large trade are as follows: 
U. 8. S. Cold Punched Blank and Tapped, Cham- 
fered, Trimmed and Reamed 
ee ON a PPT ere 7.4c. per lb. off 
5e in. and larger, hex.............++-- 6.9c. per Ib. off 
AS SEI: ad cio en & wh wo Ole 0 WSS Oe 5.5c. per Ib. off 
Semi-Finished Tapped 
Sey BOR TAUREN POG oc wt cee cesccseeee 85-10-5 off 
SR Se eee eee ee 85-5 off 
Black Bulk Rivets 
7/16 x 6%, smaller and shorter............80-10 off 
Package Rivets, 1000 Pcs. 
Black, metallic tinned and tin plated..... 75-10-10 off 


Discounts on bolts to the large trade, effective from 
July 21, are as follows: 


nuts, % x in., smaller and shorter, 
rolled, 75, 10, 10 & 10; smaller ie shorter, cut, 75, 10, 10 & 
5; larger or longer, 75 & 10. Machine bolts, Cc P.cC. &T. 
nuts, % x 4 in., smaller and shorter, 75, 10 & 7%, larger or 
longer, 70, & 7%. Common carriage bolts, x 6 in., 
smaller and shorter, rolled, 75, 10, 10 & 5; smaller and 
shorter, cut, 75, 10 & 10; larger or longer, 75 & 5. Bolts 
without nuts, 6 in. and shorter, extra 10; longer lengths, 
extra, 5. Blank bolts, 75 & 10. e % ends with h. p. nuts, 75 
& : P. Cc. & T. nuts, 70, 10 & 7%. Gimlet point coach 
screws and cone point lag screws, 80 & 15. Nuts, blank or 
es er h. P. square, 6c. Ib. off; h. p. hexagon, 6.70c. lb. off: 
C2 & T. —"s 5.50c. lb. off; hexagon, % in. and up, 
7c. Ib. ae smaller, 7.50c. lb. off; C. P. plain, square, 5.40c. 
Ib. off; hexagon, 5.80c. lb. off; C. P. semi-finished, hexagon, 
& in. and up, 85 & 10; smaller, 85, 10 & 10 


Machine bolts, h. p. 


WROUGHT PIPE.—The new demand for merchant pipe 
is only fair and for oil country goods continues very 
dull. The J. G. White Corporation of New York City 
is in the market for 120 miles of 8-in. line pipe, and it 
is said this line, if it is placed with the mills, will be 
laid in the oil fields in California. A readjustment 
in discounts on galvanized pipe, owing to the. lower 
prices on spelter, is looked for in a short time. It 
is stated that discounts on black iron and steel pipe 
and boiler tubes are being held, but on galvanized iron 
and steel pipe are more or less shaded. The following 
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are the jobbers’ carload discounts on the Pittsburgh 
basing card in effect from June 17, 1915, all full weight: 








Butt Weld 

Steel ' Iron 
Inches Black Galv. Inches Black Galv. 
%, %& and %... 72 4016 , Pee 64 31 
EP ST rere 76 53% ih S itwteaa terk es aes 64 31 
— OO ee 79 57% , Sota wae a 68 41 
7 2 Oo e. cy. « 71 46 

Lap Weld 
, Bees Se a 76 54% Us ao.¢ eakee ua et 55 30 
. Se Serres 78 5614 RO ae oon ee eee 66 41 
a) 3A 76 2 Sa Gt ee See 67 43 
13 Oe eased cas 62% p . * See 69 46 
6 i. dered buwass > 2 2 See 69 46 
> Sea ey 67 46 
Reamed and Drifted 

2 +e err 77 551% 1 to 1%, butt... 69 44 
2. We 5 5 2a oe we 74 52 a Wee ik 4 ee ek 69 44 
2% to 6, lap.... 76 5414 if ee FOr 53 28 
2 Se 64 39 
Se ve wa we ear 65 41 
2% to 4, lap.... 67 44 

Butt Weld, extra strong, plain ends 
K%, 4 and %.... 67 43% | HH ccccccccceccs 61 37 
De ab Bag wi wx Ga 72 52 Se Ne eae tren 66 45 
_ 2: are 76 56%, | &% to 1%....... 70 47 
Se Wee Cah ss ae 77 57144 | 2 and 2%....... 71 48 

Lap Weld, extra strong, plain ends 
Be et ee es 73 51% BO dgées on eabas 65 42 
A ee 75 - 2 ree: 67 43 
. Se 2 ee 74 521 . SS eae 69 46 
S We Sees tke zi ; 68 46 i. SS Saree 68 45 
kK A =r 63 rv) af oS yes 61 40 
DO Gee <aade wes 56 35 








Office of HARDWARE AGE, 
New York, Aug. 16, 1915. 

 .. in the Metropolitan district is divided into 

two parts, one consisting of war orders with 
benefits to a limited number of people is very bright. 
These people talk in millions, and to them deliveries 
mean much more than salesmanship. The other class 
of business people are those depending on domestic 
trade, and.these merchants and manufacturers are not 
enjoying normal business. In retail circles trade is 
dull, and buying at war-affected prices is naturally of 
the hand-to-mouth variety. 

We are publishing in this issue of HARDWARE AGE a 
table of prices showing the changes of the past two 
years on a large number of important commodities. 
This table was prepared by Oliver Brothers, the 
well-known purchasing agents for a large clientele of 
jobbers all over the country. It is full of information 
and brings us face to face not only with the unusual 
markets of the past twenty-four months, but furnishes 
food for thought of the future. 

Wire Natits.—With the domestic supply so closely 
related to the lumber industry and to builders’ hard- 
ware, it seems strange that wire nail prices should be 
high and well maintained. The lumber industry is in 
bad shape. Manufacturers in this field say that present 
prices for lumber will scarcely pay stumpage, to say 
nothing of manufacturing costs or a profit. Builders’ 
hardware is, and for two years has been dull, and there 
is nothing at the present time that would indicate 
brisk or even fair business for those who are manu- 
facturing builders’ hardware. 

The nail market,. however, is high, and prices are 
being maintained, except in isolated cases. 

Local business about New York City has improved, 
both in volume and in the average size of orders dur- 
ing the past week. This is probably business from mer- 
chants who have allowed their stocks to become pretty 
well depleted, hoping for prices more in accord with 
local building conditions. 

Wire nails, out of store, taken away by the purchaser, are 
based on $1.90 per keg, and when delivered by the jobber are 
$1.95 per keg. 

Cut Natiits.—There is little change in this trade 
during the past week. The average size of orders has 
increased a little, but they are still small.- Prices are 
well maintained. 


Out of store, without delivery, cut nails are $1.90 per keg 
base and when delivered by jobber are based on $1.95 per 
keg. 


Winpow Guiass.—The trade in window glass is ex- 


Butt Weld, double extra strong, plain ends 





1, saat? 62 12% % de pages te 38 B6 34 
4 to es «eb eee 45% tO 14@....-2-- 
Ss guile 67 ©4714 :'| Sand 2%4 ...... 61 39 
Lap Weld, double extra strong, plain ends 
<obbpeend caves 63 Seek) éicuccsbececes Om 34 
> mo Beeps 65 45 Bek OD Go spices< 59 39 
Se Pees 64 44 eS Pere 58 38 
os 2.512% co < See 1 T es: 4... .- 51 29 


To the large jobbing trade an additional 5 per cent is 


allowed over the above discounts. 


The above discounts are subject to the usual variation 
in weight of 5 per cent. Prices for less than carloads are 
two (2) points lower basing (higher price) than the above 
discounts on black, and three (3) points on galvanized. 


BoILER TUBES.—Discounts on less than carloads, 
f.o.b. Pittsburgh, feright to destination added, in effect 
from July 16, 1915. 


Lap Welded Steel Standard Charcoal Iron 

Lt + ae Ae 63 1% an | a ees 50 
We Se ek ehind bc meek és Ot ees baa bb ww ba 66 es 47 
Se Ge OAc. oc onto us 66 | 2% and 2% in.......... 54 
et 6, eee pee ER 2) So Aerie 58 
> ££ 8:3 % Saar SR RO SS Aer ere 60 
z 6h rer rrrrrr _ ses  f . Serer ere 54 
4 OP Ee Ch ocd over iiane wkd 62 


Locomotive and steamship special charcoal grades bring 
higher prices. 

1% in., over 18 ft., 1@ per cent net extra. 

2 in. and larger, over 22 ft., 10 per cent net extra. 


YORK 


tremely quiet, and will probably continue so until fall. 
The little demand is of course still further depleting 
present stock, and prices on the better grades show a 
strong tendency to advance. 

Window glass, AA and A grade, single and double thick, is 
90 per cent, B quality 90 and 10 to 90 and 15 per cent for 
single thick and 90 and 15 to 90 and 20 per cent discount on 
double thick from jobbers’ lists. 

NAVAL StTorRES.—The market for naval stores is un- 
eventful and dull. Prices have fallen off slightly on 
turpentine, but the rest of the market remains un- 
changed.. 

Turpentine, spot, is quoted at 41%c. per gal., with sales 
from hand to mouth only. 
wie have been a little firmer but unchanged as to quo- 

Common to good strained, in yard, on the basis of 260 Ib. 
per bbl, is $3.25, and D grade $3.45 per bbl. 

Rope.—The acute situation in Mexico which threat- 
ens to come to an abrupt head, has the manufacturers 
of sisal rope guessing. The many bands of marauding 
Mexicans, so accustomed to pillage, are apt to get the 
idea that it would be a good thing to burn the stocks of 
hemp rather than to permit it to be shipped to the 
United States. The supply is already somewhat lim- 
ited, and should it become necessary to use Manila 
hemp to supply large demands such as binder twine 
there would be a serious shortage of Manila. Uncer- 
tainty is a keynote in this market. The summer demand 
is light, and prices remain unchanged. 

CopPerR.—There is no new business, or rather no new 
business is being tonsidered, for the mills are working 
to capacity on war orders placed long ago. Sheet copper 
is selling at 24c. per pound and copper wire at 
19%c. per pound. All other prices are forgotten, for 
quotations are not being made and goods cannot be 
delivered. Everything about the market is abnormal | 
and every order is a rush order. 

LINSEED O1L.—The prices of western oils have ad- 
vanced during thé past week, and are being strongly 
maintained. The prospect of a splendid flax crop in 
Canada, and in our Northwestern States continues to 
be excellent, and every week brings us nearer a realiza- 
tion of this hope. Linseed oil in the hardware trade 
is used almost exclusively for painting purposes, and a 
generous crop of flax would probably help offset the 
high price of mixed paint caused by the war scarcity of 
other ingredients. 

Linseed oil, raw, city brands, in 5 or more bbl., is 54c., and 
less than 5 bbl. 55c. per gal. 

State and western oil, raw, in less than carloads, 52c., 


strongly maintained, and in carloads at 51 and 52c. per gal., 
according to seller. ‘ 















WHAT TRADING STAMP DISTRIBUTION 


-~HAS DONE TO THE PRICE OF THE 
SILVER NO. 3 EGG BEATER 


By ROY F. SOULE 


8 Silver egg beater. It is generally recog- 
nized in hardware and houseware circles to 
be the best of its kind. The one quart glass recep- 


‘= accompanying illustration represents a No. 

















The Silver No. 3 egg beater 


tacle is nearly a quarter of an inch thick, and is 
made with a still heavier bottom. It is designed 
without sharp corners and, though constructed of 
glass, is not apt to break. On one side raised let- 
ters and graduations in the glass give liquid meas- 
ure. Qn another side liquid weights are similarly 
designated. Another side gives cup measures, and 
the fourth shows. quarter, half and pint measures 
of sifted flour. The metal parts of this popular 
egg beater are substantially and carefully con- 
structed. The whip is made of selected wire and 
attached to a most ingenious drive in a secure and 
sanitary manner. The cog wheels are carefully 
fitted to one another, and the handle is long enough 
to give a secure hand hold and a good driving 
power. As a cream whip Silver’s No. 3 has no 
superior. It is distinctly quality merchandise, and 


the best hardware and houseware distributors in 
America have been proud to put their selling power, 
their recommendations and their guarantees back 
of this item. 

The retail selling price of the Silver No. 3 egg 
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beater is $1, on the Eastern markets, $1.25 in West- 
ern stores. This variance in price is due to addi- | 
tional freight charges. This egg beater weighs . 
three pounds and thirteen ounces. The freight on 
this item to Anaconda, Mont., nets three cents a 
pound, making its cost approximately eleven cents 
more in Montana than in New York City. It also 
takes an average of three weeks for a shipment of 
these goods to go from Brooklyn, N. Y., to Montana 
points. If the Western merchant pays cash in ten 
days from date of invoice, and it takes three days 
for the invoice to reach him through the mails, he 
has paid for his goods two weeks before he receives 
them. This all costs money, and justifies the 
higher price in points a great distance from the 
factory. 

Now the thing I want to impress in this article 
is the fact that the price of this sterling article is 
being demoralized in many markets. The reason 
for such price demoralization is of great importance 
to the trade. 

The original from which the reproduction at the 
head of this article was made is the property of 
HARDWARE AGE. I bought it for just 69 cents. 
The method of securing this cut price is simple. 
Any one can get the same price. I went to a cou- 
pon broker, where I purchased 60 coupons for 69 
cents. Then I walked one short block to the pre- 
mium station. This walk consumed just one min- 
ute’s time and in another minute my coupons had 
been redeemed with a Silver No. 3 egg beater. 

I_ believe it is not the policy of the men at the 
head of Silver & Co. of Brooklyn, N. Y., to place 
their goods.in the hands of distributors whose 
methods permit such price demoralization. I am 
sure that men who put so much care and so much 
quality into the making of their goods do not want 
such items as this sold at prices which will neces- 
sarily force many of their good customers to ques- 


tion prices, and surely to feel greatly discouraged 


over the possibilities of a legitimate profit in such 
sales. 

I am sure that when Silver & Co. sold the coupon 
people their egg beaters they did not anticipate 
such a result as this. I also feel certain that when 
this information reaches them they will, if it is as 
legally possible as it is morally just, take prompt 
action for the protection of the thousands of read- 
ers of this publication who have on their shelves 
and sales tables a stock of No. 3 Silver egg beaters. 

HARDWARE AGE is waging a big fight against the 
use of trading stamps and coupons, because we be- 
lieve such a system of merchandising merely stacks 
up additional cost for the ultimate consumer, and 
because we are certain it permits the public 
through coupon brokers to buy over two hundred 
items of standard hardware at prices lower than 
well-rated merchants pay for the same goods 
through regular channels. 

For the next few weeks HARDWARE AGE will il- 
lustrate and describe items which we have pur- 
chased at these cut rate prices. We will welcome 
letters from manufacturers and merchants on this 
subject. 
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in all sizes both plain and corrugated 
as well as all strap hinges are packed 
ONE PAIR IN A BOX WITH SCREWS 


pic ed Corrugated Hinges are greatly superior 
to the old style hinges. Comparing the two 
lines, Corrugated Hinges have greater strength, con- 
sequently longer life, lighter weight with correspond- 
ing lower freight charges and a neater appearance. 
The combination of these qualities of superiority 
readily explains the widespread. and ever-increasing 
popularity of Stanley Corrugated Hinges. 
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Nos. 902 Heavy Strap, 908 Extra Heavy T and 935 
Corrugated Heavy Strap Hinges in 6, 8, 10 and 12 inch 
sizes are furnished packed with Hinge Nails, if 
desired. The nails are protected by the “Stanley 
Sherardized” finish, an original feature which pre- 
vents them from rusting or breaking, even after bend- 
ing though they can be easily bent for clinching. 
Before bending the point should be hooked so that it is 
concealed when the nail is bent. 














M A D E BY 2 ee 
NEW BRITAIN CONNECTICUT 


NEW YORK CHICAGO 


When visiting the Panama-Pacific Exposition, 
you are invited to make your headquarters at the 
Stanley Booth, Block 26, Manufacturers’ Bldg. 


See Page 31 









































NEW GOODS AND NOVELTIES 






Products Being Placed on the Market by Hardware Manufacturers 


New “Sandusky” Washer 


The One Minute Washer Company, 
Sandusky, Ohio, is marketing a new 
moderate-priced electric washer. The 
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New “Sandusky” washer, placed on the 
market by the One Minute Washer Com- 
pany 


electric motor with which this ma- 
chine is equipped operates the washer 
only and not the wringer. All the 
gears are machine cut and are in- 
closed in a gear case which runs’ in 
oil. The gears are driven by a belt 
running from the motor, and the ma- 
chine is claimed by the company to be 
noiseless. 

This washer retails to the consumer 
at $30, and this price is stated by the 
company to put it within the reach of 
many people who could not afford to 
pay for a more expensive electric 
washer. The cost of operation is 
about 1% cents per hour. The com- 
pany states that the machine is sold 
only through the hardware dealers 
and electrical dealers. 


New Goulds Pump Catalog 


The Goulds’ Mfg. Company, Seneca 
Falls, N. Y., has just published an 
attractive catalog listing its large 
line of pumps. This catalog, in ad- 
dition to illustrating and describing 
common types of pumps such as cis- 
tern and pitcher pumps, hand, wind- 
mill and power set lengths and stand- 
ards, house force pumps, deep well 
working heads, hydraulic rams, etc., 
shows a great many special pumps 
such as milk, cider and vinegar 
pumps, diaphragm pumps, automatic 
tire pumps, fire pumps and small 
power pumps, all of which are sold 
largely through the hardware and 
implement trade. 

This catalog contains 266 pages, 
being of the standard catalog size, 6 
by 9 in. It is well printed, and the 


company states that it will be a valu- 
able booklet for dealers to keep be- 
fore them because of the. great va- 
riety of pumps which it covers. 





The Mysto ‘‘ Polar Cub” 
lectric Fan 


The Mysto Mfg. Company, New 
Haven, Conn., has brought out the 
Mysto “Polar Cub” electric fan, 
which retails at $5. This new fan 
operates on either direct or alternat- 
ing current at from 105 to 115 volts. 

The company states that the aver- 
age cost of operating this fan is six 
hours for 1 cent. Thus, for twenty- 
six working days the cost would aver- 
age about 25 cents a month. The fan 
can be moved through an arc of nearly 
90 deg. It can be turned on its base 
completely around so that the breeze 
can be thrown in any direction de- 
sired. 

The “Polar Cub” electric fan runs 
in noiseless bearings which never re- 
quire oiling. It is claimed by the com- 
pany that this fan is perfectly bal- 
anced and that it cannot be easily 
knocked over, and if such an accident 
should happen, all parts being made 
of steel and being well protected, no 
working parts or fan blades are like- 
ly to be damaged. 

The base of the fan is cast iron and 
it has a perforated extension ear with 
which it can be hung either tempora- 
rily or it may be screwed up perma- 














Re: 


The Mysto “Polar Cub’ electric fan 





nently. It is impossible for children 
or adults to get a shock from this fan. 
None of the brush parts is exposed, 
and neither are the terminals, which 
are located in the base. The net 
weight of this fan is 2 lb. 6 oz. The 
fan measures 8 in. high, 7 in. wide 
and 4 in. deep. It is finished in black. 
The standard and blades are nickel- 
plated as are also the brush holders. 
This fan has a heavy cast base. 


THE MERIDEN BRITANNIA COM- 
PANY, LTp., Hamilton, Ont., has been 
incorporated with a capital of $400,- 
000 to manufacture articles of silver, 
nickel, copper, ete. The incorporators 
are George H. Wilcox and George M. 
Curtis, Meriden, Conn.; William K. 
George, Toronto; James W. Millard 
and John G. Gauld, both of Hamilton. 
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American Beauty Gas Stove 


The American Beauty Stove Com- 
pany, Erie, Pa., has added to its line 
a new gas stove, which is shown in 

















New American Beauty gas stove 


the accompanying illustration. For 
about three years this concern has 
been marketing a “Rangette” with a 
three-burner top, this stove being in- 
tended not only for apartment house 
dwellers, but also for small families 
having only small kitchens. 

Still more compact stoves are fre- 
quently needed, and this design No. 
2-K has been produced as a conse- 
quence. It is plain and neat, but the 
company states that there is nothing 
cheap about the finish or equipment. 
All the outside castings are made in 
the very best rubber black nickel, ex- 
cepting the grates and burner bowls, 
which, when supplied, are in a high 
grade of aluminum enamel. The size 
of the top is 14 by 22% in., and the 
height is 30 in. The oven is 16 in. 
wide. The oven linings are detach- 
able and the oven bottom is double 
with an intervening air space, and 
the oven burner is of high power. It 
is cast in one piece with drilled open- 
ings, and this combination is such as 
to produce not only quick but uniform 
baking. The oven door is drop style 
supported by malleable iron hinge 
boxes and has an _ explosion-proof 
spring. 

The burner bowls above referred to 
are patented in the United States by 
the company, and it is stated that in 
a test made two years ago by the 
Good Housekeeping Magazine it was 


‘demonstrated that this device will 


save over one-fifth in gas. 


THE CHARLES WILLIAM SToREs, of 
New York City and Brooklyn, N. Y., 
is now occupying, in addition to its 
other buildings, the entire sixteen- 
story, fireproof, steel reinforced con- 
crete building at 1 Main Street, 
Brooklyn, N. Y. The new building is 
located between the Brooklyn and 
Manhattan Bridges and gives a plant 
capacity of 600,000 sq. ft. of floor 
space. 
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When Your Customer Builds a Garage 


When your customer buys a car he will need 
a garage. When the public garage in your town 
is being built—or the owners become dissatisfied 
with its present door arrangement, get in touch 
with us at once. ; 


The three of us can get our heads together and 
figure out an equipment which will satisfy the 
customer and mean profit for you and ourselves: 


No. 435 
R-W Sliding, Folding 
Garage Door Outfits 


A fixture that will allow hinge doors to fold 
and swing inside of building requiring only 
minimum space. 


Four doors hinged together in pairs are re- 
quired for each opening, one pair folding to the 
right and the other to the left. 
angle, depending, however, upon the width of the 
wall space adjoining the opening. Where wall 
space is greater than width of doors, same can 
be made to fold back when open, parallel with the 
front walls. 


Blue print showing erection details furnished 
with each order. 






sé A 
for hn fs MANUFACTURING Co. Ss 
Any 13! AURORA ILL.USA.|5 
reg Richards- Wilcox Canadian Co., Ltd., London, Ont. 
Slides”’ BRANCHES: 
New York Chicago Philadelphia 
Boston St. Louis Minneapolis 
San Francisco Los Angeles 


Will stand at any - 


Hangers support and guide the end of the 
doors. Vertical adjustment. Ball-bearing swivel 
pendants. 


No. 517 Top and Bottom Bolts are required 
to lock the doors in place. 


No. 271 Floor Guides are required in the center 
of the opening. 

Two No. 301-72 Bumper Shoes are attached 
to lower corner of first door to prevent chafing 
by guides. 

Quote on above sliding-folding door outfit by 
noting information on coupon below and mailing 
to us. 

Our price will enable you to get the business. 





No. 435-E End Bracket 


No. 435-I Intermediate 


No. 435-C Center Bracket 


i cn eee ane eee 





RICHARDS-WILCOX MFG. CO. 


Aurora, Il. 


Please quote prices on No. 435 outfit for.... 
ace a doors, each..........wide..........inches 
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New No. 400 level, recently placed upon the market by the Acme Level Company, Toledo, Ohio 


New Delta Electric Lantern 


The Delta Electric Company, Ma- 
rion, Ind., is bringing out the Delta 
electric lantern. The case of this 

















The new Delta electric lantern 


lantern is constructed out of heavy, 
cold rolled sheet steel, formed and 
ribbed in a-.manner giving great 
strength with minimum weight. The 
base is flanged in the same way as 
an oil lantern so that, when the lan- 
tern is set down on hay or the ground 
it will not upset. 

‘This lantern has a heavy drop bail 
handle, keyed to the battery case so 
‘that it cannot come out when in use. 
The bail handle is large enough to re- 
ceive the arm of a large man. In 
addition to the bail handle there is a 
‘grip handle, conveniently placed in 
‘the back. It can be folded back 
flush with the back of the lamp when 
not in use. There are no projections 
‘on the back of the lamp, so it can be 
hung on a nail without tilting to one 
side. 

The reflector is drawn out of brass 
and ribbed in such a manner as to 
give a broad, spreading light. It is 
heavily silver plated and polished to 
a mirror finish. The switch is lo- 
cated in a protected place on the back 
of the lamp. It has German silver 
contact points, which are always un- 
der firm spring tension. 

The bulb is a 3-volt Delta bulb, 
made with a drawn tungsten wire 
filament. This lantern is finished in 
a fine grade of gloss enamel, which is 
thoroughly baked. It is trimmed in 
nickel plate and highly polished. The 
lens is of the convex-concave type and 
it is made out of the finest lens glass. 





New Acme Level 


The Acme Level Company, Toledo, 
Ohio, has recently brought out a new 
level which is known as No. 400. This 
level is made in lengths of 24, 22, 20; 
18, 16 and 14 in. It is 2 in. wide and 
the frame is 1% in. The frames are 
electrically welded and nickel-plated, 
and the webs are of oxidized copper. 
This level is intended to take the place 
of cheaper wood levels and it will re- 
tail for about $1. Both of the vials 
are easily adjusted and securely held 
by the brass screws shown in the 
photograph. 

The company states that these lev- 
els are very light and strong and that 
they will stand exceptionally hard use. 
It is claimed that they will not warp 
or get out of true, and will give entire 
satisfaction. 


“Heldtite Rubitin” Shaving 
Brush 


The Heldtite Brush Company, Inc., 
Troy, N. Y., has placed upon the mar- 
ket the “Heldtite Rubitin” shaving 
brush, which has a rubber drip cup 
attached. This brush is made of one 
material, from center to circumfer- 
ence. This is stated to be a choice, 
imported, unbleached stock, full of 
elasticity and snap. 

These brushes are warranted to be 
free from imperfections. It is stated 

















The “Heldtite Rubitin” shaving brush 


by the company that neither the fer- 
rule nor the handle can swell or 
shrink, crack or loosen, all parts be- 
ing locked together, waterproof and 
inseparable. The rubber drip cup 
keeps the lather from running down 
the shaver’s wrist. It is made from 
high grade stock that will not harden. 
These brushes retail at 35 cents each. 


LENSING BROTHERS, Evansville, Ind.. 
has been incorporated with $50,000 
capital stock to manufacture builders’ 
supplies. 


Auger Bit Sets in Pockets 


C. E. Jennings & Co., 71-73 Murray 
Street, New York City, are putting 
up their high grade No. 1% auger 

















No. 701%, high grade auger bit set in 
enameled cloth pocket, with snap button 
fastener 


bits in sets of four, handy for the best 
professional workman to carry readily 
in his hip pocket or kit when away 
from the shop, or suitable for use at 
home, where the average family does 
not require a full set of 12 bits and 
often not more than 4 of the most 
commonly used sizes. 

This set, known as No. 701%, ar- 
ranged in a flexible container of black 
enameled cloth with a flap and a snap 
fastener, includes one each 4, 6, 8, 
10 and 16 in. bits; otherwise, 4%, %, 
% and % in. in diameter. 

The pocket measures when open, ex- 
clusive of the flap, 9% by 4% in., 
weighing complete 12 oz. Rolled up, 
it measures 9% in. long by 1% in. in 
diameter, and the sets are listed: at 
$2.30 each. 

This bit is “buzzed” or milled out 
of the highest grade solid steel stock, 
suitable for this purpose. Every set 
is absolutely guaranteed. 


THE LisH HARDWARE COMPANY, 
Dickinson, N. D., has been incorpor- 
ated. The capital stock is $50,000, 
and the incorporators are Frank 
Lish, John F. Lish and Mary Lish, 
all of Dickinson. 


THE LuRIE BoLT Company, Chi- 
cago, Ill., has been incorporated by 
I. S., William A. and Harry J. Lurie, 
at 69 West Washington Street, with 
a capital stock of $10,000, to manu- 


facture bolts and locks. 
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FOSTERS MAPLE 


A new pattern that will successfully and economic- 
ally burn hard coal, crushed coke, soft coal or wood. 


This cut shows the hard coal or crushed coke burn- 
ing style. It-has magazine, revolving triangular grate 
bars and an all cast iron return flue. This return flue 
lengthens the distance traveled by the draft, increases 
radiation and automatically reduces fuel consumption. 
It is an economical substitute for the high priced, revert- 
ible flue base burners. 

It is made in three sizes: 


I are ot a Price $10.95 
ee Price $12.35 
NN a a ae Price $14.00 


The agency will enable you to secure the business. You still 
have time to secure a sample, inspect it thoroughly and place 
your order for stock. 


The Foster Stove Co., Ironton, Ohio 
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“Viko” Combination Alum- 
inum Steamer Kettle 


The Aluminum Goods Mfg. Com- 
pany, Manitowoc, Wis., has amplified 
an extensive line of “Viko” aluminum 
ware by the addition of a new combi- 
nation steamer kettle. This kettle, like 
all other wares made by the company, 
is made of hard, thick, 99 per cent 
pure aluminum. It is highly polished 
and holds over 8 qt. The cover clamps 
on the kettle very securely, is abso- 
lutely steam tight and retains all the 
heat and savory products of the food 
cooked. 

The company states that it is very 
well adapted for deep frying, such 
things as doughnuts, crullers, French 
fried potatoes, etc. It serves the pur- 
pose of a “Windsor” kettle and turns 
out, the company states, delicious pot 
roasts without grease or water. 

Vegetables are thoroughly steamed 
in the inset, while soup or potatoes 
are boiling in the bottom. This saves 
considerable fuel, as only one burner 
is required. The movable disc in the 
cover may be turned by the key so 
that the perforated part extends over 
the lip and in this way liquids may be 
drained off without danger of burning 

















“Viko”’ combination aluminum steamer 


or scalding. The kettle makes a clean, 
sanitary milk or water pail, and as it 
is made of heavy gage metal it will 
not dent easily. 


“Perfection” Scraper and 
“Seminole” Opener 


The Bridgeport Hardware Mfg. 
Corporation, Bridgeport, Conn., has 
recently brought out the “Perfection” 
scraper No. 16 and the “Seminole” 
opener No. 120. The handle of the 
“Perfection” scraper is formed by 
riveting two hardwood scales to the 
steel bar to which the blade is 
fastened. 

The company states that this con- 
struction provides an oval handle 
which is very strong and which will 
never loosen. It is also claimed to 
give weight to the tool, which is a big 
advantage. This box scraper “takes 
hold” and cuts easily, requiring little 
pressure or power from the operator. 
The blade is made of high-grade tool 
steel, carefully hardened and tem- 


Hardware Age 




















The No. 16 “Perfection” scraper is shown at the top; the lower view shows the 
“Semincle”’ opener No. 120 


pered, and it can be quickly turned to 
bring any of the three cutting edges 
into play and it can be also removed 
for sharpening. The length over all 
is 13 in., and the weight is 240z. These 
scrapers list at $9 per doz. Extra 
blades for the above-mentioned scrap- 
ers may be purchased at $3 per doz. 

The “Seminole” opener No. 120 is 
made of drop-forged steel with hard- 
wood scales securely riveted to the 
main portion, forming an oval handle 
which fits the hand and which the 
company states will never loosen. The 
hatchet blade is made of the finest 
high-carbon steel, tempered correctly 
to hold its edge. 

The solid construction and the use 
of fine material make the “Seminole” 
opener practically unbreakable. The 
ecmpany states that it will stand the 
hardest sort of abuse. 


Ajax Tube Expander 


The Ajax Mfg. Company, 848 Jar- 
vella Street, N. S., Pittsburgh, Pa., 


has placed upon the market the Ajax 


tube expanders, which are made for 
expanding feed heater tubes, distiller 
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The Ajax tube expander 


and evaporator tubes and all small 
brass, copper, aluminum or seamless 
steel tubes, ranging in sizes from %- 
in. to 1-in. in diameter. 

The expanders are made of steel 
throughout, hardened and tempered, 
and have a central tapered mandrel, 
with three rollers. An extra set of 
rollers and a turning pin go with each 
expander. 


THE RIGHT WAY SCALES & NOVELTY 
CORPORATION, Tulsa, Okla., has been 
incorporated with a capital stock of 
$10,000 by N. L. Brumley and B. Bru- 
backer, to manufacture scales, etc. 


“Crescent” Rule Gage 


Dodd & Tucker, Williamsport, Pa., 
offer the “Crescent” rule gage, pat- 
ented, which is made to slide on an 
inch wide, 2-ft. carpenter’s boxwood 
rule. It is stamped from a single 





Crescent rule gage mounted on a carpen- 
ter’s 2-ft. folding pocket rule 


blank of spring sheet steel and nick- 
eled, the dimensions being width 1% 
in. and length, rear to point, 15% in. 
As an attachment on the rule it is 
always usable as a try square and in 
numerous ways enables the mechanic 
to lay out countless kinds of work of 
diverse character. As it is in one 
piece there are no joints to fail or 
impair its accuracy. 

The gage is convenient for deter- 
mining 45 deg. miters, and square 
ends of floor and siding planks, to in- 
sure perfect joints and is especially 
handy for mitering generally as well 
as for straight, inside and outside 
arch and depth gaging. It may be 
slipped off the rule instantly as there 
are no levers, set screws, cams or 
other distinct parts to hold it; neither 
are there any sharp edges or protrud- 
ing points to wear holes in clothing. 

The gages are put up 12 on attrac- 
tive display cardboard hangers, 13 by 
7% in., which serve as silent sales- 
men showing the gage, mounted on a 
rule as in use. They are also put up 
in lots of four dozen, in easel-back 
display boxes and in lots-of five gross 
to a shipping carton. The gages may 
be retailed at 15 cents each. 
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“19 months’ service—over 9,000 mites” 


GOODRICH 


WIRELESS 
TRUCK TIRES 



















And more to go!—Note condition of tires in the months and had gone over 9,000 miles—without 
illustration. Austin Bros., Hardware, Stockton, trouble. 

California, operate this 1-ton Detroit Electric on This is not unusual—for Goodrich. Facts like 
Goodrich Wireless Truck Tires. these prove why over 1,200 tires of other makes a 
Up to March 12, 1915, tires had been on for 19 month are changed over—discarded— for Goodrich 


Wireless. 
Don’t experiment — Goodrich 
Wireless will deliver correspond- 
‘\. ingly good mileage for you! 
' Write for *“‘Motor Trucks of 
America,’” 1915 edition — if 
interested in a new truck—or 
‘*Upsetting Mileage Tradi- 
tion’’ if a truck user— 
=— Free! 


The B. F. Goodrich 
Company 


World’s Largest Rubber 
. Factory, Akron, Ohio 


Service Stations and Branches in 
) All Principal Citi 









ities 




















Contractors are calling for F. M.C. 
Appliances because they can de- 


= — them on account of four <MpPe> Safety F irst 
1. Dependability 3. Longest Life b> Safety Alw ays 


2. Strongest 4. Highest Efficiency |} RELIABILITY 


EXCELLENCE 











THE F. M. C. 
CABLE GRIP 


Steel Cable Grip ‘‘A’’ Type The F.M.¢. Cable Grip is compact 

Class 4400 and is exceptionally long lived. Slack 
can be taken up without trouble. 
Bending or cutting of strands is 
eliminated, exceptionally easy to in- 











The F. M. C. Connections are all 


of the compression type which stall, one of the strongest cable-grips 
forms a cold weld. on the market. 

Will stand a pressure of 40,000 Write for Catalogs and Bulletins 
pounds to the square inch. Electrical Nos. 800-402 


Mechanical Nos. 700-600 


FARGO MANUFACTURING COMPANY, (Inc.) 
Poughkeepsie - - - . New York 
































“C.C” Shock Absorber Dis- 
play Stand 


The Cox Brass Mfg. Company, Al- 
bany, N. Y., is furnishing its dealers 
with an attractive display stand which 
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New “C-C” shock absorber display stand 


is stated to be in line with modern 
salesmanship tendencies. This stand 
not only shows a full size working 
model of the well known “C-C” shock 
absorber itself, but also displays the 
absorber, as it is actually attached 
to the automobile spring. This fea- 
ture gives it a distinct attention value, 
and the display is so arranged that it 
will create more than passing interest. 


“Over-Turn” . Self-Starter 
for Ford Cars 


The: Overholt Company, Galesburg, 
Ill., has brought out a new starter for 
Ford cars, which is called the “Over- 
Turn.” The company states that this 
starter fits a car without disfiguring 
it in any way. All that is necessary 
when attaching this starter is the bor- 
ing of a %-in. hole in the wood dash 


for the trip rod, no other fittings be- 
ing required. This starter is easy to 
attach and this can be done in about 
one hour’s time. A hand crank is fur- 
nished for trying compression or ad- 
justing the motor. 

The “Over-Turn” starter for Ford 
cars has a long, heavy, coiled wire 
spring, so arranged that it will be out 
of sight. This spring is strong and 
long enough to impart a goodly num- 
ber of swift torque turns to the edges, 
which in turn keeps the spring wound 
up or “stored” ready for use. This 
starter, it is stated, will start the en- 
gine energetically and surely. 

The “Over-Turn” starter is low in 
price and weighs about 45 lb. The 
company states that it is neat in ap- 
pearance, and beautifully enameled in 
a durable black. The “Over-Turn” 
starter is designed especially with ref- 
erence to the needs of the model T 
Ford car. The spring contained in it 
is not too strong or too weak for the 
Ford motor, that is, it is built in the 
correct mechanical proportion. To 


start the engine the trigger is pulled | 


and held until the engine starts to run 
under its own power. Then the first 
fifteen or twenty revolutions of the 
engine rewinds the spring and keeps 
it ready for the next time it is needed. 

All parts of this starter are war- 
ranted to be free from defective ma- 
terial and workmanship for a period 
of ninety days from the purchase date. 
The company will make good any 
parts which prove to be defective 
within this time when such parts are 
returned to the factory, carriers’ 
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New “Over-Turn” self-starter for Ford 
cars 





charges prepaid. This warranty does 
not apply to accidents, misuse or neg- 
lect on the part of the purchaser. 
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“Grip-Tite”’ and “Rist-Fit” 
Automobile Gloves 


The Morrison-Ricker Mfg. Com- 
pany, Grinnell, Iowa, is manufactur- 
ing the “Grip-Tite” and “Rist-Fit” 

















>. 





The “Grip-Tite’ automobile gloves are 
Shown at the top; the lower view illus- 
trates the “Rist-Fit” gloves 
automobile. gloves.. The. “Grip-Tite” 
gloves are made of real velvet colt 
skin, which is guaranteed not to peel, 
harden or crack from usage. These 
gloves can be washed in soap and 
water or gasoline, drying out soft and 
pliable. When the “Grip-Tite” rein- 
forcement wears through it can be 
ripped off, leaving the surface of the 
leather of which the glove is made, 
which is good for much more wear. 
The “Grip-Tite” gloves are priced at 

$3 per pair. 

The “Rist-Fit’” automobile gloves 
are especially made for motoring. The 
company states that they are hand- 
some and have deep cuffs. It. is 
claimed that these gloves look like 
dress gloves, but wear like rawhide be- 
cause they are made of real colt skin. 
They are soft and flexible and are 
guaranteed not to harden, crack, 
shrink or peel, and they are washable 
in soap and water or gasoline. The 
“Rist-Fit” gloves are made in a wide 
variety of styles and sizes. 















Counts 


On the long, hard pull you —_—up under the greatest stress. 


appreciate Champion Spark 
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Depend abilit it i 





757% of all American made 


Plugs. peo E motors for every purpose are 
They have the dui/t-in abil- equipped at the factory with 


ity to with- 
stand the ter- 
rific force of 
those hill 
crest explo- 
sions. 


We subject 
each separate 
Champion 
Plug to every 
conceivable 
testin the mo- 
tor for which 
it is intended. 
It is exhaust- 
ively tried at Champion 


R r 
every brake __ Sspeciait isc hed Long 
Price 75¢ Price $1.00 
] Oa d—e Ver y a | ar poy on Sandard Facer 
speed. Ny las ga 





hampion 
Spark Plugs. 


It will pay 


- you to be 


guided by the 
opinion of the 
country’s 
greatest auto- 
mobile engi- 
neers. Equip 
your motor 
with Cham- 


pions. 


There is a 
Champion 
specially de- 
signed for 
every motor. 
Be sure to get 





It receives test after test the right Champion for your 
until we know it will stand car. | 


The Champion Guarantee—Comblete satisfaction to 
the user, free repair, replacement or money back. 





Champion Spark Plug Co. 


1713 Upton*Avenue _—__ Toledo, Ohio 


Dealers—If you did not secure our 
profit-sharing contract for all of 1915, do 
not fail to secure one effective 
for the last 6 months of the year. 
See your jobber’s 
salesman or write 
direct to us. 
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Hardware Firm Makes 
Tire Display 


A striking illustration of the effec- 
tiveness with which tires can be dis- 
played by hardware merchants is 
found in the accompanying illustra- 
tion, which shows a recent window 
display of Goodyear tires and acces- 
sories made by the Naumann Hard- 
ware & Supply Company, 4324 Ger- 
mantown Avenue, Philadelphia, Pa. 
Besides a well-assorted stock of hard- 
ware in all its branches, this progres- 
sive Philadelphia firm sells tires, au- 


_ tomobile, motorcycle and bicycle tires 


and tire accessories. ) 

This is another illustration of the 
whole-hearted way in which the hard- 
ware merchants are taking up acces- 
sories. As usual with the hardware 
man, half-way measures are not 
adopted, and the accompanying illus- 
tration could be taken as a picture of 
a factory branch rather than as a dis- 
tributor’s window display. It is taste- 
ful and well proportioned and cer- 
tainly serves to call favorable atten- 
tion to this complete stock of tires 
and tire accessories. 


New Rajah - Waterproof 


Spark Plug 


The Rajah Auto Supply Company, 
Bloomfield, N. J., has placed upon the 
market the Rajah waterproof spark 




















Rajah waterproof spark plug 


plug, which is of the same construc- 
tion as the regular Rajah plug, with 
the addition of the high heat resisting 
“Condensite” projecting part screwed 
to the plug bushing, and the special 
nipple covering the clip terminal on 
the cable. 

The company guarantees this spark 
plug to be absolutely waterproof. It 


is furnished in all standard sizes with’ 


a Rajah regular terminal fitting any 
cable. The Rajah ferrule terminals, 
making a neater connection, will be 
furnished, if a sample of the cable is 
included with the order. The new 
Rajah waterproof spark plug is priced 
at $1.50. 


THE CLINTON FIRE EXTINGUISHER 
CoMPANY, Piqua, Ohio, manufacturer 
of hand fire extinguishers, has in- 
creased its capital stock from $5000 
to $10,000, and is planning an addi- 
tion to its plant. 
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Effective display of tires and tire accessoriesmade by the Nawmann Hardware & Supply 
Company, Philadelphia 


“Apco” Valve Stem Packing 
and Spring Lubricators 


The Auto Parts Company, Provi- 
dence, R. I., has recently brought out 
the “Apco” valve-stem packing and 
the “Apco” spring-leaf lubricators. 
The valve-stem packing makes possi- 
ble the repair of worn valve stems 
and guides at a slight cost. 

When these parts are worn it is im- 
possible to obtain a good operating 
mixture, as air is drawn in between 
the stem aud the guide, diluting the 
mixture. As the Ford guides are cast 
integral with the cylinders, rebushing 
is expensive. 

The “Apco” valve-stem packing con- 
sists of a steel stamping carrying a 
felt washer as shown in the illustra- 
tion. It is slipped over the guide and 
is held in place by the spring. The 
device can be fitted without the use 
of tools, and as the felt is oiled the 
valve stem is lubricated, increasing its 
life. The valve-stem packings come 
eight to a set, and the retail price per 
set is 50c. 3 

The “Apco” spring-leaf lubricators 
automatically lubricate the leaves of 
the springs, eliminating the work of 
spreading them apart. The lubricator 
consists of a pair of plates having oil 
reservoirs and felt inserts. These in- 

















The “Anco” valve stem packing is shown 
at the left; the right-hand view shows the 
*Apco” spring lubricator 


serts are kept saturated by cups, and 
they rest against the sides of the 
springs, feeding the oil by capillary 
attraction. The “Apco” lubricators oil 
both sides of the springs, and a set in- 
cludes four pairs, two pairs for each 
spring. These lubricators can be fit- 
ted with a screwdriver. 


Valves and. Ball 
Joints 


Morgan 


The Morgan Mfg. Company, New- 
port, R. I., is marketing valves which 
are made for a large number of motors 
with steel or C. I. heads, either elec- 
trically welded or fused. The com- 
pany states that the seats of these 
valves are ground true with the steel 
stem. The valve which is shown in 




















The Morgan valve for Ford motors is 
shown at the left; the right-hand view 
illustrates the Morgan ball joint 


the accompanying illustration is made 
to fit Ford motors. These valves are 
priced at 20 cents each, which price is 
subject to a discount according to the 
quantity purchased. 

Regarding the ball joints, the com- 
pany states that these little me- 
chanical devices are most useful fit- 
tings on a motor, for making connec- 
tions between the steering wheel and 
the throttle and the timer or magneto 
levers. The above joints are well 
made from good material and sell at 
prices ranging from 12 to 13 cents 
each. The No. 13 ball joint is supplied 
with a cotter pin hole which is used 
very largely on Ford cars. 


THE WESTERN SASH & Door Com- 
PANY, Portland, Ore., will build a 
small addition to its plant. Plans 
are now completed, and the contract 
will be awarded soon. 





















ply 


all 


2W- 
ich 
ors 
ec- 
ym - 
ese 
eel 





—reswve OT et OCU CD ‘i . ' 











August 19, 1915 HARDWARE AGE 81 











Hand Operated Spartons, $4.00 
























332, 960 Times 


and it will be good for 


as much more service 


N a factory test conducted 

by the Hudson Motor Car 

Co., the Sparton horn was 

sounded 332, 560 times, showing at 

the end that it could without doubt 
repeat the test. 


One hundred blasts a day for nearly 
ten years would be required to equal 
this test. 


RION 


Automobile Horns 


are regular equipment on 90 per cent © 
of American cars furnishing motor 
driven horns. 

Sparton Motor Driven Horns from 
$8.00 to $15.00, identical in design 
and quality, differing only in size 

and shape. 
Sparton Hand Operated Horns 
$4.00, all finishes. 


The entire line is on exhi- 
bition at most dealers’ 
— Catalogue on Request 


The Sparks- 
Withington Co. 
Jackson, 

Mich. 



















Motor Driven 
$8.00 to $15.00 
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“Viking” Spark Plugs 


The John MacGregor Company, 
Inc., Roslindale, Boston, Mass., has 
placed upon the market the “Viking” 




















The “Viking” spark plug 


spark plugs, which the company 
claims are distinguished by their ex- 
tra heavy construction. All parts are 
so designed that there is throughout 
a good factor of safety in all vital 
portions of the construction. 

The “Viking” electrodes are made 
from an alloy, which the company 
claims is extremely well adapted for 
this use. The heavy insulator and 
center electrode are fused together, 
making them one solid unit. In this 
way loss of compression through leak- 
age is stated to be entirely overcome, 
and this is one of the commonest of 
motor troubles. 

In the construction of these spark 
plugs each shell, after being carefully 
polished, is heavily coated with copper 


“by electrolysis. The heavy shell of 


copper entirely prevents any possi- 


‘ bility of the plugs rusting into the 


cylinder head, and this is an ad- 


» vantage when used on automobiles 
‘and also in motor boats or fishing 


dories. The company claims that 
these plugs will give an exceptionally 
hot spark and that they remain clear 
and free from carbon, firing regularly 
in the most heavily lubricated motors. 
These plugs are made in %-in. pipe 
thread, %-in. A. L. A. M., and 18 mm. 
metric. The motorcycle sizes include 
%-in., %-in., and metric. 


Advance Tire Pump for 
Ford Cars 


The Advance Machinery Company, 
Toledo, Ohio, has placed upon the 
market the Advance pump for Ford 
cars. This pump is belt-driven and 
the company states that it will pump 
up a tire on a Ford car in a few sec- 
onds more than two minutes. The 
body of the pump is of special, close 
grained gray cylinder iron, designed 
to replace the fan supporting arm and 
to perform the function of tightening 
the fan belt in a like manner to the 
support it replaces. 

The fan shaft or journal stud is 
replaced by a shaft that rotates in 
the pump frame. The fan is rigidly 
secured to this shaft on the opposite 


end of which is secured a driving 
pinion. This driving pinion engages 
with a steel gear, supported by an 
eccentric bearing, providing a means 
whereby the pump may be engaged 
or disengaged with the driving pinion. 

The pump cylinder is of the double- 
end compression type, with a single 
piston driven by a yoked connecting 
rod with a straight line drive. The 
piston is packed with three piston 
rings at each end. The pump has the 
ported type of intake. The cylinder 
heads of the Advance pump for Ford 
cars are removable. They are care- 
fully machined so that the clearance 
space between the cylinder head and 
the piston does not exceed 1/32 in. 

The valves are located at the end 
of the piston stroke, consisting of 
two %-in. steel balls retained by light 
springs. These are of the highest 
grade chrome vanadium steel. 

The cylinder of this pump is lu- 
bricated by means of wicks located 
in the middle of the body. The wicks 
are saturated with oil. All other 





The Advance tire pump for Ford cars 


bearings are oiled direct. The Ad- 
vance pump for Ford cars is priced 
at $7.50 complete. 


New Catalog of Deming 
Water Systems 


The Deming Company, Salem, Ohio, 
has just issued a new and attractive 
catalog descriptive of Deming Hydro- 
pneumatic water systems. Especial 
attention is given in this new book 
to the “Atlas Junior” automatic elec- 
tric pumping system No. 2007, which 
consists of the “Atlas Junior” pump, 
a 53-gal. tank, an automatic con- 
troller and other fixtures required by 
such a system. 

The catalog contains information 
about Deming outfits with capacities 
ranging from 180 gal. to 60,000 gal. 
per hour, including tanks with capaci- 
ties from 53 gal. to 12,000 gal. Out- 
fits for shallow wells, cisterns and 
deep wells are illustrated, together 
with photographs of installations. 

The book is replete with illustra- 
tions and contains information that 
will make it, the company states, a 
valuable addition to the files of every 
dealer in pumps and water systems. 


Hardware Age 


Mayo Quick Detachable 
Spark Plug 


The Mayo Mfg. Company, 54-60 
East Eighteenth Street, Chicago, II1., 
is manufacturing the Mayo quick de- 

















The a quick detachable spark plug, 
ade for use with the Mayo pump 


tachable spark plug, which is espe- 
cially designed for use with the Mayo 
pump, to provide for instant attach- 
ment of the pump to the motor. This 
plug can be installed in a motor in 
the same way as any ordinary spark 
plug. A quarter turn of the lock 
handle permits the core of the special 
plug to slip out; the pump may be 
slipped in and it is locked in the same 
manner as the spark plug. These 
plugs are furnished in % and 18%-in. 
sizes (no metric sizes) complete. with 
connections for the Mayo pump. 
They are priced at $1.50. 

An adapter can be installed into 
any convenient valve cap on the top 
of the motor should there be any 
reason for not using the spark plug 
hole. A dummy is supplied to fit into 
the adapter when the pump is not in 
use. The adapter and dummy with 
pump connection is priced at $1. 


Automobile Polish 


The Marvel-Mist Mfg. Company, 
48-54 Greenpoint Avenue, Brooklyn, 
N. Y., is marketing the Marvel-Mist 
automobile polish, which is intended 
for use on automobile bodies, hoods, 
fenders, windshields, furniture, floors 
and all polished surfaces. 








Marvel-Mist automobile polish being ap- 
plied to a motor car body 


Marvel-Mist is applied through a 
sprayer. The sprayer is an atomizer, 
producing a fine spray or mist which, 
when rubbed off, leaves a highly pol- 
ished surface, which, the company, 
states, is impervious to changing 
climatic conditions. 

It is claimed that this polish will 
remove tar, grease and oil from the 
body of an automobile. It prevents 
rusting, loosening and eliminating the 
dirt. This polish is packed in pint, 
quart, half-gallon and gallon outfits, 
which are listed at 75 cents and $1. 
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Pumps and Oil Guns Spee | \ Sree 
: ° Mythic eee ae Sop eee 
‘Search-Light”’ Bicycle Lanterns [ees <a 


The name “‘ Bridgeport ’’ on a tire pump or ofl gun is 
a guarantee of the highest quality and finest workmansh'p. 
‘* Bridgeport ’” Pumps and Oil Guns have seamless brass 
barrels which cannot rust. They are strongly made and 
will give the longest servi. ¢ life. The 


‘*Search-Light”’’ Bicycle Lantern 


is an easy seller—it’s a trade builder. Throws a clear, 
penetrating white light. Boys like it because it is com- 
pact and strong and gives the desired result. 


Send for new 1915 pump booklet 


The Bridgeport Brass Company 


Bridgeport Connecticut 
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ummer Sales 


There is an almost unlimited 
market for this profit-making 


specialty. 
P y with the dealer in the 


FOLDING CHAIRS Joye vc siver cannot 


Samson-Tiger is an 
easy horn to sell, be- 
cause it is the only 
shaft-driven hand horn 
on the market, and be- 
cause our advertising 
appropriation is spent 





form of profit-making 
a ie and ‘‘dealer 


3 supply you, write us to- 
can be sold for use in every auto, day for our liberal deal- 
motor boat and camp in your ter- ers’ discount and sample 


ritory. They are recognized as horn at our expense. 
the standard auxiliary seat. They 


provide room for extra _passen- A ‘ Shaf t-driven s Auto- 

a crowding. Write for American Electric Co. e 
oe stateandeathsieets mObile, Hand Horn 
List Price..........29 2 





McKinnon Dash Company 
BUFFALO, N. Y. 


Manufacturer of 
SAMSON HORNS 
« 
























Auto Folding Steel Chair 


The frame is made of the best crucible 
lack 


spring steel 


enamel! The seat and back rest is up- 





—e The New Waterproof 


o. 130 






and finished in rich b 
Meets the Demand for an Absolutely 
Reliable, Waterproof (Insulated) Plug 


Furnished in all the standard sizes with Rajah 
Regular Terminal fitting any cable. Rajah Fer- 
rule Terminals, making a neater connection, will 
be furnished if a sample of cable is included 
with the order. Retails at $1.50. 


Rajah Giant Plas: $1.50. 
Rajah Standard Plug, $1.25. 


Liberal Proposition to Hardware Dealers. 
RAJAH AUTO-SUPPLY CO., Bloomfield, N. J. 


John Millen & Son, Ltd. 
Montreal, Toronto, Vancouver, Winnipeg. 


holstered in lack water- 
proof leather upon five ply 
veneer. 

Folds compactly when not 
in use. The best and most 
comfortable seat on the mar- 


ket. 
Adult size seat 18 in. % 
—Child size seat 13 in. h 


Manufactured by 
Imperial 
Bit & Snap Company 
Racine, Wis. 
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Hardware Age 


NOTES OF THE RETAIL HARDWARE TRADE 


CHANDLER, ARIz.—E. W. Monroe and S. M. Turner have 
sold their interests in the Monroe Hardware & map sag Com- 
pany to A. T. Morgareidge and J. R. Hoover. No change will 
take place in the firm name. 


DAWSON, GA.—J. F. Watkins & Co. are purchasers of the 
stock of automobile accessories, baseball goods, buggy whips, 
heavy hardware, Saming tackle, wagons and buggies, crockery 
and glassware, etc., formerly owned by the J. M. Clifton 
Hardware Company. 


BURLINGTON, Itu.—H. W. Hattendorf has purchased the 
building which he occupies as a hardware store. He 
carries a st of . baseball goods, bathroom fixtures. 
bicycles, builders’ hardware, cutlery, fishing tackle, galvanized 
and tin sheets, heating stoves, lubricating oils, silverware, 
shelf hardware, poultry supplies, washing machines, etc., and 
requests catalogs on general hardware. 


HILLSBORO, IND.—The Hillsboro Hardware Company has 
sold its stock and building which it occupies on Main Street, 
to S. A. Clingman of Danville, who purchased the business for 
his son. There will be no change in the firm name. The 
new owner will take charge about Oct. 1. 


LE CLAIRE, Ilowa.—Nattie Wilson is successor to J. Laird. 
Catalogs requested. 


MERRILL, IOWA—A change has taken place in the hardware 
firm of Anderson & Hoffmann. Mr. Anderson, the senior mem- 
ber, has disposed of his interest to Joseph Wilhelmi of Le 
Mars. The business will be continued under the name of 
Hoffmann & Wilhelmi. 


SIBLEY, IowA—H. L. Wheeler has purchased an interest in 
the Madison Hardware Company. 


STRAHAN, IowA—The Strahan Lumber & Hardware Com- 
pany has been incorporated with a capital stock of $20,000. 
The incorporators are C. E. Norris,.M.. N.. Dodds and G, M. 
‘Livengood. Its stock consists of automobile accessories, base- 
ball goods, belting and packing, buggy whips, builders’ hard- 
ware, building paper, children’s vehicles, churns, cream 
separators, cutlery, dairy supplies, dog collars, fishing tackle, 


_ furnaces, galvanized and tin sheets, gasoline engines, ham- 


mocks and tents, heating stoves, heavy farm implements, 
heavy hardware, lime and cement, linoleum, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, plumbing 
department, prepared roofing, pumps, ranges and cook stoves, 
refrigerators, sewing machines, shelf hardware, silverware, 
nce ay goods, tin shop, wagons and buggies and washing 
machines. 


ALTA VISTA, KAN.—The H. Arndt Hardware Company has 
succeeded. G. ortman. <A general line of hardware, imple- 
ments, glassware, paints and oils, etc., is carried. 


‘CHANUTE, Kan.—A. A. Rowan has bought the Mallory 
hardware stock and moved it to his headquarters at 114 West 
Main Street. 


COLBY, KAN.—J, T. Fitzgerald will reduce his stock at 
Wichita, and move to Colby about Sept. 1. 


DWIGHT, Kan.—R. C. Smith has taken over the stock of 
H. Parken, comprising bathroom fixtures, cream sep- 


é arators, cutlery, crockery, lubricating oils, mechanics’ tools, 


builders’ hardware, fishing tackle, furnaces, paints, oils, var- 
nishes and glass, sporting goods, silverware, etc. Catalogs 
requested on hardware, furnaces, plumbing supplies and har- 
ness, 


ERLANGER, KY.—The Grant Lumber Company, Inc., also of 
Crittenden, has bought the hardware and implement stock of 
Stanley Crough. The business is both wholesale and retail in 
the following lines: Buggy whips, builders’ hardware, build- 
ing paper, children’s vehicles, churns, cream separators, crock- 
ery and glassware, cutlery, dairy supplies, dog collars, dyna- 
mite, electrical household specialties, fishing tackle, furnaces, 
galvanized and tin sheets, gasoline engines, harness, heating 
stoves, heavy farm implements, heavy hardware, kitchen 
cabinets, lime and cement, linoleum, lubricating oils, 
mechanics’ tools, oil cloth, paints, oils, varnishes and glass, 
poultry supplies, prepared roofing, pumps, ranges and cook 
stoves, refrigerators, sewing machines, shelf hardware, toys 
and games, wagons and buggies and washing machines. 


AMESBURY, Mass.—T. Thibeault has discontinued his hard- 
ware business, and is selling out his stock. 


CARSON CITy, MICH.—The F. A, Wright Co. stock of hard- 
ware, bathroom fixtures, buggy whips, churns, builders’ hard- 
ware, dog collars, lubricating oils, paints, oils, varnishes and 
glass, fishing tackle, heating stoves, sporting goods, shelf 
hardware, silverware and washing machines has been sold. 
Bower & Geller are the purchasers. 


AUSTIN, MINN.—Frank Plizak has opened a store at 125- 
127 East Mill Street and will deal in baseball goods, bathroom 
fixtures, belting and packing, bicycles, buggy whips, builders’ 
hardware, building paper, children’s vehicles, churns, cutlery, 
dairy supplies, dog collars, dynamite, electrical household 
specialties, fishing tackle, furniture department, hammocks 
and tents, heating stoves, heavy hardware, home barbers’ 
supplies, iron beds, kitchen cabinets, kitchen housefurnishings, 
linoleum, lubricating oils, mechanics’ tools, oil cloth, paints, 
oils, varnishes and glass, — supplies, prepared roofing, 
ranges and cook stoves, refrigerators, sewing machines, shelf 
hardware, silverware, sporting goods and washing machines, 
on which catalogs are requested. 


Biscay, MINN.—A. H. Kirchner and J. A. Jeffers have pur- 
chased a hardware business, which they will operate under 
the name of the Biscay Hardware Company. Their stock 
consists of automobile accessories, baseball goods, belting 
and packing, bicycles, buggy whips, builders’ hardware, chil- 
dren’s vehicles, churns, cutlery, dairy supplies, dog collars, 
electrical household specialties, fishing tackle, furnaces, gal- 


vanized and tin sheets, hammocks and tents, harness, heating 
stoves, heavy hardware, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, plumbing department, pumps, 
ranges and cook stoves, shelf hardware, silverware, sporting 
goods, tin shop, toys and games and washing machines, to 
which a line of harness and tin and plumbing shop supplies 
has been added. 


Soutu St. PAUL, MINN.—George Pratt, for several years 
manager of the South St. Paul Hardware Company, has re- 
tired and disposed of his interest to York Brom. There will 
be no change in the name of the concern. 


PRINCETON, Mo.—W. P. Lindsey has disposed of his hard- 
ware store to Pickett & Collings. 


JOHNSTOWN, NEB.—F. S. Rose has succeeded the Johnstown 
Hardware Company. 


MCLEAN, NEB.—The hardware stock of the Edwards & 
Bradford Lumber Company has been bought by the Galvin 
Hardware Company. Catalogs requested on automobile ac- 
cessories, baseball goods, buggy whips, builders’ hardware, 
children’s vehicles, churns, cutlery, dog collars, galvanized 
and tin sheets, gasoline engines, hammocks and tents, harness, 
heating stoves, heavy farm implements, heavy hardware, 
lubricating oils, mechanics’ tools, paints, oils, varnishes and 
glass, ranges and cook stoves, refrigerators, shelf hardware, 
silverware, sporting goods, tin shop, wagons and buggies and 
washing machines. 


VIRGINIA, NEB.—The Clark hardware store has been sold to 
R. C. Edwards, who requests catalogs on belting and pack- 
ing, builders’ hardware, children’s vehicles, churns, cream 
separators, crockery and glassware, cutlery, dairy supplies, 
fishing tackle, furniture department, galvanized and_ tin 
sheets, hammocks and tents, heating stoves, kitchen house- 
furnishings, lubricating oils, mechanics’ tools, paints, oils, 
varnishes and glass, poultry supplies, ranges and cook stoves, 
shelf hardware, silverware, tin shop and washing machines. 


PASSAIC, N. J.—H. W. Mills & Co., doing both a wholesale 
and retail business at 218-224 Washington Place, are having 
the interior of their building altered, installing new fixtures 
and other modern store equipment. The present stock is also 
peng, increased. The improvements will be completed about 

aba F 


NEWBERN, N. C.—The J. S. Basnight Hardware Company, 
now located at 67 South Front Street, has completed arrange- 
ments fOr occupying larger quarters at Middle and Pollock 
Streets. Several changes in the front of the building as well 
as in the interior will be made. The company will occupy the 
entire building consisting of three stories and basement. Its 
business is both a wholesale and retail one, and catalogs are 
requested on aluminum, enamel and tinware. 


Avoca, N. Y.—L. A. Walker has started in business, dealing 
in building paper, bathroom fixtures, buggy whips, furnaces, 
galvanized and tin sheets, heating stoves, shelf hardware, tin 
shop, paints, oils, varnishes, plumbing department, prepared 
roofing, pumps, etc. Catalogs requested on shelf hardware 
and kitchen housefurnishings. 


SUSQUEHANNA, PA.—The E. K. Owens Hardware Company 
has been incorporated by E. K. Owens, Nellie B. Owens and 
C. M. Fairchild. They will take over the hardware business 
established in 1879 by George T. Frazier and conducted by 
E. K. Owens since 1904... They will erect a two-story modern 
fireproof building, 29 x80, and plan to have an up-to-date 
hardware store, with new fixtures and equipment. This new 
— is made necessary by the continued growth of the 

usiness. 


A number of new lines will be added to those already han- 
dled, comprising automobile accessories ,baseball goods, bath- 
room fixtures, belting, bicycles, builders’ hardware, building 
paper, churns, cutlery, electrical supplies, guns and ammuni- 
tion, fishing tackle, heavy hardware, kitchen housefurnishings, 
lubricating oils, mechanics’ tools, paints, oils, varnishes, glass, 
poultry supplies, prepared roofing, oil stoves, refrigerators, 
shelf hardware, sporting goods, washing machines, wooden- 
ware, field and garden seeds, fertilizers, harness, saddlery, 
—w general farm supplies, blacksmiths’ and mill 
supplies. 


BROWNSVILLE, TEx.—The Brownsville Hardware Company 
has been incorporated to conduct both a wholesale and retail 
business in baseball goods, buggy whips, builders’ hardware, 
children’s vehicles, churns, cream separators, crockery. and 
glassware, cutlery, dairy supplies, dog collars, dynamite, elec- 
trical household specialties, fishing tackle, furnaces, gal- 
vanized and tin sheets, hammocks and tents, harness, heating 
stoves, heavy farm implements, heavy hardware, lubricating 
oils, mechanics’ tools, oil cloth, paints, oils, varnishes’ and 
glass, ranges and cook stoves, refrigerators, shelf hardware, 
silverware, sporting goods, toys and games, wagons and 
buggies and washing machines. The capital stock is $25,000 
and the incorporators are C. H. Moore, A. S. Gay and E. A. 
McGary. 


MINEOLA, TEX.—J. B. Cowart has taken over the hardware, 
implement and vehicle stock of the J. W. McMurray Hardware 
Company. The new owner requests catalogs on buggy whips, 
builders’ hardware, building paper, children’s vehicles, churns, 
cream separators, crockery and glassware, cutlery, dairy sup- 
plies, dynamite, fishing tackle, furnaces, galvanized and tin 
sheets, harness, heating stoves, heavy farm implements, heavy 
hardware, kitchen cabinets, mechanics’ tools, oil cloth, paints, 
oils, varnishes and glass, poultry supplies, ranges and cook 
stoves, shelf hardware, silverware and wagons and buggies. 


SAN ANTONIO, TEX.—The Sam Speir Hardware Company 
has purchased the entire stock of hardware and fixtures of the 
American Wholesale Hardware Company, and has consoli- 
os. in new shelving, fixtures, etc. Its business is both 
dated it with its own at 219 Losoya Street. The company is 


‘ wholesale and retail. Catalogs requested.on hardware. 
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Keystone No. 1 


Disston Exhibit 
Panama-Pacific 
International Exposition 


Highest Award 
SAWS, TOOLS, FILES 


¥ Henry Disston & Sons, Inc. iv 
Philadelphia, U.S. A. 


(Reg. U. S. Pat. Off.) (Reg. U: S. Pat. Off.) 
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SHAPLEIGH HARDWARE CO. 


ESTABLISHED 1843 
ST. LOUIS 
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“GOOD MORNING” ALARM CLOCKS 


Trade Mark Registered 


Neat, compact, sizable, easy to set and easy to wind. Its dial is open, distinct and 


easy to read. Its call is clear, snappy and pleasing to hear. 
On an order for 48 clocks of a kind we print dealer's name free on the dial and send 


a window display rack and advertising matter that will bring the people into your store. 


Ne. GM1—Retails...... ccc ccc ccc ccc cco ee HNO each 
eT”, a 
Bees SERED —Matalle. 0... cece reivigeweee BOO Cnen 


THEY SHOW THE DEALER A SATISFACTORY PROFIT. 
SEND A MAIL ORDER OR SEE OUR SALESMAN. 
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